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Now is the time to stock ladders 
for Spring trade. 

We have them for every pur- 
pose. 

We will ship at once—give you 
Spring dating and guarantee 
the price. You know the 
quality. 

We pay the freight. 


Send for Catalog and Price 
Sheet. 











W. W. BABCOCK CQO. 
BATH, N.Y. 


Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street, New York, N. Y., U. S. A. 
as second class matter May 22, 1918, at the Post Office, at New York, under the Act of March 3, 1879 
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HARDWARE 





The reward of the day 


F YOU asked him, Mr. Ruggles 

would place his dinners at home 
among the happy moments of this 
life. Breakfast is sketchy, hurried 
and only partially attended. Lunch- 
eon is almost always devoted to 
business. But dinner seems to be 
the reward of the day. Here is the 
whole family—their laughing faces, 
their gossip, their sometimes caustic 
pleasantries. Dinner for Mr. Ruggles 
seems unhurried, expansive—in a 
setting of beauty. Yes, it is always 
that. Mrs. Ruggles for years has 
““staged’’ her dinners well. For 
years she has had enough silverware! 





ENOUGH SILVERWARE MAKES EVERY MEAL MORE PLEASANT 


No doubt you have realized, often, the importance of having enough 
beautiful silverware for é¢very family meal apd for the entertaining 
you like to do. Yet you have delayed its purchase. All because 
you do not realize how easily and reasonably you can make your 
silverware complete in *‘1847 Rogers Bros.” 


You may purchase this finest silverplate in quantities as small as 
you desire—salad forks, bouillon spoons, orange spoons, soup spoons, 
serving pieces. Thus you may acquire, a little at a time, a silver 
service that will give a lasting joy to you—and to your children’s 
children, Leading dealers everywhere carry the newer patterns of 
1847 Rogers Bros. Silverplate. 

Write for booklet ‘HW. A.’ Etiquette, Entertaining and Good Sense. Itis full 
of suggestions for successful entertaining. It’s free. Write for your 
copy to-day. InrerNaTionat Sitver Co., Dept. E., Meriden, Conn. 





1847 ROGERS BROS. 


The above advertisement, which, in colors, will occupy the third cover of the February 7th issue of. the Saturday Evening 


SILVERPLAT E 


CO. 22 
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Post is one of the series that will help you, during 1925, to “Sell with the Current!” 
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Are You Getting Profits From The 


New DemandFor Unbreakable Planes? 


V & B Drop Forged Steel Planes—the only un- 
breakable planes manufactured—have created a new 
market with new profits. 


Drop forged from a solid bar of V & B Supersteel 
—finished in light gray—trade marked in etched 
gold—they are distinctly fine tools. 

On V & B Drop Forged Planes the frog is designed 
so as to fit solidly on the frog base, and is held in 
perfect alignment by fitting securely in guides 
formed in the bottom of the plane. This design 
keeps the frog in perfect alignment with the throat 
and allows for more accurate adjustment. 

The Cutters in the V & B Drop Forged Unbreak- 
able Steel Planes are manufactured from one solid 
piece of Special Analysis Vanadium Steel. There 
is no soft section to a V & B Plane Blade, and this 
enables it to be sharpened back a greater distance 
and also insures greater rigidity and less chatter 
when securely clamped down. Each blade is tested 
to cut wire. V & B Blades keep their fine cutting 
































are the latest development of a company that for 
| MANUFACTURING COMPANY 


edge longer. 
over half a century have been the makers of fine 


’ V & B Unbreakable Planes are finished distinctively 
tools. 
BUSH 
Kers Of Fire ‘Toots 


and equipped with walnut handles and knobs. They 
VAUGHAN & NELL 
2114 Carroll Ave. ~ ~ Chicago, Ill U.S.A 
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That’s all 


I need to know— 


It’s a 
MaAYDOLE HAMMER 





ARPENTERS, machinists, mechan- 

ics—all men who know and use 
hammers—accept the name “D. May- 
dole” on a hammer head as absolute 
assurance of quality. They know that it 
means that the design, material and 
workmanship of that hammer is as near 
perfection as human skill and over 80 
years of éxperience can make it. 


When you say to a customer, “Here’s a 
Maydole Hammer,” you’ve reduced the 
sales effort required by about fifty per- 
cent. 


The David Maydole Hammer Co. 
Norwich New York 
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ATKIN 


mg SILVER 
STEEL 


The Elite of the Saw World 


You can sell this saw to the best car- 
penters in your town. We are 
advertising it extensively among 
carpenters and _ builders 
throughout t he United 
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4 States and Canada. With- 
i ont exception it is 
# “The Finest on Earth” 


and a good seller. 












The Saw 
Master Carpenters Prefer 


They want this saw because it is made of 
Silver Steel, our exclusive formula; tempered 
| for long wearing and quick cutting. Furnished 
in regular pattern, skew back; ship pattern 
straight back; four gauges taper ground, mirror 
polish. The Saw with Improved Perfection Rose- 
wood Handle, which prevents wrist strain. 


“A Perfect Saw for Every Purpose” 
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Write nearest point below for our latest literature ‘‘The 


Man Behind The Counter’’ and ‘‘The Meteor’’— free. 


FE. C. ATKINS & COMPANY 









’ Established 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES 
Atl M hi N Orl 
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focused heat—Milions are 


reading about the oil range which speeds 
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When hot days come - use an oil range 


and not into the kitchen 
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| ‘that sends its heat into the cooking 
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Focused Heat makes the 
the cook stove with the ha 
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ILLIONS of women are now 
reading the remarkable story 

of focused heat. Through the maga- 
zines, through the newspapers, and 
through the farm papers they are 
learning how focused heat speeds up 
cooking. They are learning how fo- 
cused heat is economical heat. They 





Why the Florence is a 
money -maker 


1—Florence allows a liberal mark- 
up —well above the average. 


2—Florence is the range that 
most perfectly suits women’s re- 
quirements. 


3—One of the most widely adver- 
tised ranges. 


4—Extensive co-operation given 
to merchants and retail salesmen 
who sell it. 








the papers will carry smashing ad- 
vertisements on focused heat. 


Focused selling 


Hundreds of your customers will 
read of focused heat during 1925. 
They will want to see the range 
that cooks so quickly and efficiently. 
They will want to see the range 
with the spirit level and the leg-lev- 





eling device. They will want to see 





are learning that the oil range with 
focused heat is the Florence. 


How focused? 


Notice the Florence flame on the oppo- 
site page. It is not a wick flame. It is a 
gas flame. The kerosene vaporizes, mixes 
with air, and burns in an intensely hot 
blue gas flame. 


Now notice the size of this flame. It 
is large enough and hot enough for all 
cooking. 

Finally notice how close the flame is to 
the cooking. The heat doesn't go out into 
the room. It goes to the bottom of the 
pot or pan. It focuses on the cooking. 

This heat is focused heat, heat focused 
on the cooking. It is intense heat. It is 
economical heat. It speeds up cooking 
and shortens kitchen hours. 


Where women learn 


In the Saturday Evening Post countless 
women are reading about focused heat 
—its cooking speed, its economy, its 
comfort. In 1925 the Post carries double 
page spreads in colors, one of which is 
reproduced above. These are in addition 
to full page advertisements. 

Good Housekeeping, with an impres- 
sive schedule, tells hundreds of thou- 
sands of women about the focused heat 
of the Florence. 


Other national magazines and farm 
papers carry the same message, many of 
the advertisements being in four colors. 


During the spring women will also 
read about the Florence in the news 
papers. In hundreds of towns and cities 


the oven with the patented heat 
distributor that keeps food from burning 
on the bottom. 


They will want to see the range 
endorsed by the Good Housekeeping 
Institute, the Priscilla Proving Plant, 
and the New York Herald-Tribune 
Institute. 


If you focus your selling on the 
Florence you will focus women’s atten- 
tion on you and your store. You will 
do a bigger and more profitable oil range 
business in 1925 than ever before. 


Get the facts 


Write us for complete information on 
the Florence. Mail the coupon today for 
free catalog. A few minutes’ investiga- 
tion miay mean many dollars in additional 
profit. 
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5 Bow is a picture of the 
famous Florence burner. 
Notice how large the flame 
is. Notice how close to the Sf ane . nee 
cooking. The heavy jacket, } PET IOS Sane 
which has been cut away in 
this picture, keeps the flame 
from going elsewhere than 
straight to the bottom of 
the pot. The Florence fo- 
cuses a greater percentage 
of the heat on the cooking 
than any other high vow- 
ered burner. Pe eae ee 


—" 
enccttnenasncsnsnctae . 
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HE range shown above is the four-burner gray model, 
complete with mantel and portable oven. Notice the 
square grate, the spirit level on the feed-pipe, the heat 
indicator on the oven door and the leg levelers. This is 
the range that is being featured in all Florence advertising 
this year. This model comes in 1, 2, 3, 4 and § burner 


2 sizes. You can secure the same models trimmed in blue 
el enamel for the same prices. 

; OMG) *Cpro~ FLORENCE OIL RANG 

is MEATERs Sten G&s 
ay , on ether PRODUCTS | 


FORE wey 


This book tells you how to 
make 1925 your most profit- 
able year in selling oil ranges. 
It is free. Fill out the coupon 
and you will receive it by 
return mail. 
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Here you see the kind of crate in which the Florence is 
shipped. This crate is sturdy and strong. It insures the safe 


© 1924, F. 8. Co. 
































arrival of Florence ranges. 
: FLORENCE STOVE COMPANY 
. Gentlemen: | 
| ( T 
| F OR EN CE - Kindly mail me a copy of your catalog. | 
(FLORENCE STOVE COMPANY. GARDNER, MASS.US. A. 
—/ a Be 7 Setianteninmnentenane 
1 | 
Oil Range pen | 
FLorENcCE Stove Company, 1011 Park Square Blidg., Boston, Mass. | 
: DIVISION OFFICES: New York, Chicago, Atlanta, New Orleans, Dallas, H aie 
‘ Denver, Detroit, Cleveland _— 
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‘THis conveys merely a hint of the tremendous X 
es scope of the 1925 NICHOLSON File Advertising Suan 
=” Campaign. Through the Saturday Evening Post, =~ 
Collier’s, Country Gentlemen, state farm papers, | 
Popular Science Monthly, Popular Mechanics,™ 

Scientific American, the leading trade journals s 
read by metal and wood workers and thirty-nine 
big city daily newspapers--we are telling 


MILLIONS why they should buy NICHOLSON 
Files from YOU! 
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Sell “More Files 
in y | g 2 a 


-than You ever sola betore 


URING the past five years, NICHOLSON 

File Co. has conducted extensive advertising 
campaigns to educate the nation on the impor- 
tance and manifold uses of files. We have 
advertised in newspapers, general magazines and 
by means of various forms of ingenious “dealer 
helps.” In farm, trade and technical journals to 
professionals and experienced users of tools. As 
a result, more people are buying and using files 
today than ever before. And they are asking for 
NICHOLSON Files, because they have learned 
the value of a good file---the right file for every 
purpose. ! 
In 1925 our advertising will eclipse all previous 


efforts. And rich reward awaits jobbers who 
push and dealers who stock an ample supply--- 


and variety---of NICHOLSON Files. 


NICHOLSON FILE COMPANY 
Providence, R. I. U.S.A. 
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NICHOLSON 
FILES 


~a File for Every Purpose 
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TE, 
Stove Pipe 


-- Elbows -- 

















Wood, Coal and 
Gas Heaters 
Sheet Metal 


Specialties - 


It is a complete line and every 
member of it is an important 
one; because every one car- | 
ries with it the reputation of | 
the largest stove pipe manu- 
facturer in the world. The 
products are backed by a ser- 
vice that is favorably known 
by jobbers and dealers from 
coast to coast. Let us send 
you our handy catalogue for 
desk reference on practically 
all of the heating equipment 
and accessories that you 
handle. 

















JACKES-EVANS MFG. CO. | 


ST. LOUIS 








Your Jobber 


Carries a full line 
—or will— 
if you insist 


SAY 





on your order, if you want to 
be sure of getting sandpapers 
that: 

1. Lie flat in stock. 

2. Feel good to the hand. 

3. Cut quickly and clean. 

4. Last long in use. 

5. Bring ’em back for more. 


Send for our new 
illustrated price list 





‘Pausau Abrasives@ 
Wausau 


Wisconsin 





1019 Harrison Boulevard 
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Bolts! 


Here is one of your most per- 
plexing problems solved at last. 


Bolt trouble was particularly 
exasperating because there was 
nothing you could do about it. 
Your hands were tied. You 
couldn't do what the bolt maker 
himself couldn’t do. 


You can take halfa dozen cut 
thread bolts of the same make, 
size and style, and get half a 
dozen widely different thread 
tolerances on the comparator 
chart. And all cut from the 
same stock, by the same die, on 
the same machine! 


There’s your whole trouble : 
cutting. 


The lack of uniformity in 
thread fit is due to the inherent 
limitations of the die-cutting pro- 
cess. Every bolt passing through 
the die destroys some of its 
keenness. Every thread, then, 
differs from the one that came 
before and the one that comes 
after. And every such bolt is a 


’ speculation till the nut is on. 


New Process of Thread 
Making Gives Uniform 
Accuracy 


During eighty years of leader- 
ship the makers of Empire bolts 


A New Discovery That 
Ends Bolt Troubles Forever 


and nuts have acquired the habit 
of overcoming difficulties. When 
the hot heading of bolts and the 
hot pressing of nuts proved in- 
adequate for the growing de- 
mands of industry, they devised 
the cold heading process for steel 
bolts and were the first to make 
cold punched steel nuts. 


The need for stronger and 
more accurate bolt threads has 
met with like response. 


Thread is Built Up 


Empire engineers have devel- 
oped a new type of die that 
builds up the thread on a speci- 
ally prepared blank, instead” of 
cutting it. Machine tools of 
special design and uncanny pre- 
cision produce the dies. 


So accurate is the thread of 
an Empire New Process bolt that 
it will show as close a tolerance 
on the comparator chart as will 
a hardened and ground gauge. 


Though six times more accu- 
rate and many times stronger 
than the finest cut thread bolt 
produced, Empire New Process 
bolts are no higher in price. 


Thus ends your bolt problem, 
definitely and for all time. 
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RUSSELL, BURDSALL & WARD 
©® BOLT & NUT COMPANY © 





PORT CHESTER.NY. 


PEMBERWICK.CONN. - CHICAGO -~- SAN FRANCISCO 








of Bolrs. Nuts and Rivers Since 18435 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 
WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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HARDWARE COMPANY 


BALL BEARING 


ROLLER SKATES 
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Children 
Want What 
They Want 
When They 


Want It a 
SPECIAL LARGE ROLLS 


Their Demands 
Are Your 


Opportunity 
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PLAIN BEARIN 





HARDWARE COMPANY 


TORRINGTON, CONN,., U. S. A. 


New York Office 151 Chambers Street 
INCORPORATED 1864 








ESTABLISHED 1854 
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They 
Treated It A 
ROUGH \ 


The Harvard University Testing Laboratory have 
a way of putting inferior tools out of business. 


Some mechanics have the same habit. But some 
tools have uncommon strength, due to uncommon ma- 
terials and uncommon construction and refuse to 
“Take the count.” 


Coes Steel-Handle Wrench is one of such tools. 
You don’t have to take our word for it. 


Made in 7 sizes: 
6 to 21 ims. 


Worcester Mass. 
SELLING AGENTS 
er Si Ge Gs occ vdikvcecncces cee 29 Murray Street, New York 
John H. Graham & Co...... 113 Chambers Street, New York Fenwick Freres........... 8 Rue de Rocroy, Paris, France 
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When Harvard University picked on a 12 inch Coes 
All-Steel Wrench—it picked on the wrong “Bird.” 


Talk about rough treatment—they gave it a 1,790 
pounds test and expected to see its finish. Who 
wouldn’t? All that happened was the bar became set 
so that the screw and jaw wouldn’t move. Nothing 
was broken. 


Send for Booklet which shows competitive tests— 
then sell any wrench you want to. 


COES WRENCH COMPANY 


“In business since 184]”’ 


Sold by all 
leading Jobbers 











Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware.. 


They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘‘The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 


These strong, all-steel hinges also give the 
right kind of “‘service’’ every time the doors 
are opened and closed. 














Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 74w.Lake$t.Chicago Ii. 


The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 


We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 
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ce 
iat You have the same opportunity to develop just as 
Tey profitable a water system business as hundreds of 
| i other dealers who are distributing MYERS WATER 
; SYSTEMS ever had. 


So far as anyone can reasonably forecast, if the 
present demand is a reflection of the future, the com- 
ing spring, summer and fall months will experience 
remarkable activities in the sale and installation of 
water systems in city, town, village, suburban and 
country homes, on farms and estates, and in public 
and private institutions. 

In our own minds, there is no question but that 
the dealer who anticipates this demand, does his mis- 
sionary work now and is all set to go when winter 
releases the land from its grasp, will find business 
good and, for more reasons than one, exceptionally good if MYERS WATER SYSTEMS are his line. 

Behind MYERS WATER SYSTEMS there is fifty years of pump building experience. Behind Myers Water Systems there 
is ample purchasing power. Behind Myers Water Systems there is a modern factory with facilities for quantity as well as 
quality production. Behind Myers Water Systems there is continuous nation wide support through trade and farm journals 
and other avenues of publicity. All of which are “honest to goodness” trade assets to those who sell them. 


We are ready to quote, to send catalog and information, to have a representative see you. Your 


THE FLE.MYERS & BRO.¢?: 


a PURDOSE ASFILAND, OHIO. 
nae ASHLAND PUMP AND HAY TOOLWORKS 
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Should Be In Every Hardware Man’s Library 











Saunders Norvell 


Mr. Norvell has grown up with 
the Hardware Industry from stage 
coach days to Pullmans. The rise of 
great business houses, and the passing 
of men who have made hardware his- 
tory have been personal experiences in 
his life. In a forceful, yet intensely 
human way, Mr. Norvell has woven 
into this story thrills, romance, the 
descriptive power of a great novel and 
a fund of fine hardware merchandising 
principles. It is a human story of a 
very human individual and a chronicle 
of 40 developing years of the Hard- 
ware Trade. 








“Forty Years of Hardware” will be highly prized in your 
si library and give many happy evenings with its romance 
of the business that is YOURS. 





In a forceful, yet human way, Mr. Norvell has woven into the 
story of his business life thrills, romance, the descriptive power 
of a great novel and a fund of splendid merchandising principles. 
It is a human story of a very human individual. Stock boy—travel- 
ing salesman—sales manager—executive—president of a nationally 
known hardware jobbing company—what an experience—what a 
background for “Forty Years of Hardware.” 


“Forty Years of Hardware” is not a one month, nor a one year 
book. Hardware men will know it as a romance that draws them 
back—always—to re-read parts, or the whole, or for its fine busi- 


ness philosophy. 


This is the kind of book to place in the hands of your son or 
employees. It instills the history, tradition, romance and methods 
of the business to which you are devoting your efforts. Nothing 
more helpful for them has ever been written. One well known 
company ordered sixty-five copies for their sales force. 


Large numbers of orders are being received daily. Place your 
order now, with remittance, and avoid disappointment as a second 
edition will not be printed for months, if at all. 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of the 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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“WICKWIRE” FENCING AND NETTINGS 
(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 











W. W. POULTRY FENCE 
The New Form of Mesh 

bf ges hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 

out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 

WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One , 

H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating through one and one- 

half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and sok as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with*no ends of wire 
to rust nor sharp ties to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. 


WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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Sell genuzne 
Radiotrons. 
Call attention 
_ SEE=EZE=) to the name and 
a> S| the RCA mark. | 
Thetubeyou sell | . 
is the quality | 
standard your | | 
publicjudgesyou | — 
by. Sell genuzne | — 
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RADIO CORPORATION OF AMERICA 
Sales Offices: 
233 Broadway, New York 10 So. La Salle St., Chicago, Ill. 28 Geary St., San Francisco, Cal. 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 



























PEVERY THING 
ON THES COUNTE 


REDUCED | 
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“He Came For a Bargain 


‘He got it, too. I sold him 50 
feet of GOOD LUCK hose at the 


regular price. 


‘* He was disappointed at first. He 
thought he might find a hose in 
the odds and ends we always sell 
out just after inventory is taken. 


‘*Since I standardized on my three 


brands of 54” hose—BULL DOG, 
GOOD LUCK and MILO —I 
never have any hose to put on the 
‘marked down’ tables. Good 
job, too.’’ 
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“THE SIGN {(6)D)} OF QUALITY” 














Allith Round Track Garage Hardware 


Eleven-Eighty 
for folding-sliding doors. 


Assures_ weather-tight 
equipment. Easily erected 
—occupies little space. 
Operates freely. No slam- 
ming or sagging of doors. 
With ordinary care Eleven- 
Eighty serves a lifetime. 


Eleven-Eighty-Nine 


i |] equipment permits the 
“ELEVEN- ee —- Old] t | doors to slide around 
EIGHTY es against either side wall. 
maunices ams eee | This arrangement also per- 


mits an opening  practi- 
cally the full width of a 
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“ELEVEN- garage and furthermore al- 

TY lows the doors to clear an 
EIGHTY- automobile standing within 
NINE” a few inches of the opening 


and walls. 


Both of these types possess 
' the many advantages of the 

round track hardware 
| which we originated and 
| which for over 20 years has 
proven its superiority. 
} The elements of noise and 
| friction are practically 
| eliminated, for the hanger 
| wheel, with its small point 
| of contact on the tubular 
track, travels with no side 


















































friction. 
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ALLITH- PROUTY COMPANY han colineey toh tenth. 
Danville, Illinois yet has these many fea- 


Cc Door Hard Fire Door Hardware, tures. Write for details 
ac er o r ware, re oor e 
Menufacturert Overhead Carriers, Rolling Ladders, Spring Hinges. on the complete A-P line. 


Representative Jobbers distribute A-P Products throughout the United States. 


THE RIGHT HANGER FOR EVERY DOOR 
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| McxINNEY HINGES so 
outdistance other 
makes in refinements 
and prestige that the 
home builder expects 
to find them at his 
hardware store. 








McKInnEY MANUFACTURING COMPANY 
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Formation of Hardware 


Council Endorsed 





Joint Conference of Manufacturers and Retailers at riemnnete. 
January 15th, Takes Definite Action 


DEFINITE step toward bringing 
A into existence the Hardware Coun- 

cil, with representation of all fac- 
tors of the hardware trade, for the study 
of common trade problems, the elimination 
of wastes in distribution and better service 
to the public, was taken at Indianapolis, 
January 15, at a joint meeting of officers 
and executive committee members of the 
American Hardware Manufacturers Asso- 
ciation with the board of governors of the 
National Retail Hardware Association. 

By unanimous vote the conference in- 
dorsed the resolution on this subject as 
adopted by the National Retail Hardware 
Association at its San Francisco congress 
last June, which reads: ‘“That all branches 
of the hardware trade may the more effec- 
tively contribute to the cause of distribution 
efficiency and the reduction of cost, we sug- 
gest that manufacturers and wholesalers 
consider the wisdom of forming a hardware 
council tomposed of representatives from 
the organizations representing the three 
branches of the trade, to meet from time to 
time for conference and coordinated action 
upon matters of common welfare and for 
the public interest.” 

Conference action further recommended 
that the council shall be* composed of an 
equal number of representatives from each 
of the three branches of the hardware trade 
—the manufacturers, the wholesalers and 
the retailers, preferably three from each, 
with alternate members named by each or- 


“ 


ganization to assure adequate representa- 
tion at every council meeting. 

A number of topics of fundamental char- 
acter touching upon the promotion of dis- 
tribution efficiency 
costs were discussed 


men, hardware convention exhibits, parcel 
post orders and other small shipments, pack- 
age quantities, revision of arithmetic texts 
so as to correctly teach “profit” and its ap- 
plication in business, exposed quotations of 
wholesale prices, wastes in hardware adver- 
tising, and simplification. 

It was generally felt that the most effec- 
tive way to find solutions for these and 
many other questions confronting the trade 
will be through such joint study as the pro- 
posed council will make possible. Recom- 
mendations that the council may make will 
express the best judgment and united senti- 
ment of the entire trade and will carry more 
weight that the conclusions of any single 
branch. Obviously, problems of peculiar 
interest to any particular branch would not 
come within the purview of the council but 
would be matters for individual considera- 
tion by the respective organizations. 

The action of the conference marks defi- 
nite progress toward an accomplishment for 
which sentiment has long been growing. It 
will be gratifying to all interested to con- 
template the benefits reasonably to be ex- 
pected from this important meeting and con- 
certed effort of the hardware associations. 


and the reduction of.- 
at the conference, ° 
among them being training of retail sales-* 
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The conference was held at the Indian- 
apolis Athletic Club and was presided over 
by President H. G. Moore of the manufac- 
turers’ association, who was elected chair- 
man immediately the meeting had been 
called to order by President Geo. M. Gray 
of the retail association. 





Jantz, Lovell Wringer Company, N. A. 
Gladding, E. C. Atkins & Company, A. E. 
Alverson, Greenlee Bros. & Co., S. Horace 
Disston, Henry Disston & Sons, and J. E. 
Stone, The Stanley Works. Representa- 
tives of the retail association were President 
George M. Gray, Vice-President R. W. 





Executives of American Hardware Manufacturers’ Association and the National Retail Hardware Association, 

Indianapolis, Jan. 15, 1925. Standing, left to right: President, George M. Gray; vice-president, R. W. Hatcher; 

C. H. Casey, R. J. Atkinson, Thomas B. Howell, A. C. Lamson, E. M. Healey, W. L. Hubbard, Hamp Williams, J. 

Charles Ross, Hobert G. Beatty; secretary-treasurer, Herbert P. Sheets. Seated: F. D. Mitchell, secretary American 

Hardware Manufacturers’ Association; N. A. Gladding, R. G. Thompson; H. G. Moore, president American Hard- 
ware Manufacturers’ Association; G. H. Jantz, S. Horace Disston, A. E. Alverson, J. E. Stone 


The manufacturers’ association was rep- 
resented by President H. G. Moore, Key- 
stone Steel & Wire Company, Vice-Pres- 
ident Robert G. Thompson, Lufkin Rule 
Company, Secretary F’. D. Mitchell, G. H. 


Hatcher, Secretary Herbert P. Sheets, 
Hamp Williams, Charles H. Casey, E. M. 
Healey, R. J. Atkinson, Hobert R. Beatty, 
Thomas B. Howell, W. L. Hubbard, 
Arthur C. Lamson and J. Charles Ross. 











Hardware Merchandising 
in a Town of 400 


Pu Hokah Hardware Co., situated in Hokah, 





Minn., a town of only 400 inhabitants, is an 

outstanding example of progressive mer- 
chandising. Cleanliness and the use of paint are 
two of the reasons for this store’s success. 

The art of turnover is thoroughly demonstrated 
in this store. The assortment of stock and range 
of items is necessarily large, but the quantity of 
each is small. The shelves are all filled with small 
stocks of merchandise that have a demand and when 
one considers the large number of different lines 
carried it can be readily appreciated why it is that 
some merchants are not worried about hard roads 
taking business past their store to larger towns. 
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NE section of the window of the Valley 

Hardware Co. is reserved for special 
mid-week specials. The illustration shows 
how it’s done. 








Turnover 


Y holding a special sale every Wednesday the 
Valley Hardware Co., San José, Cal., has in- 
creased its regular stock turn two times an- 

nually, according to J. T. Cale, manager of the 
company. 

Saturday is market day in San José. On that day 
business for the Valley Hardware Co. is good, and 
there is no need of a buying stimulant or any 
sort of a special inducement beyond what is cus- 
tomary. Many stores, located in towns where one 
day a week is the big business day for the mer- 
chants, offer some articles at special prices in order 
to get a larger turnover. These however are not 
strictly speaking regarded as special sales. 

The middle of the week in San José is quiet as 
far as business is concerned. The Valley Hardware 
Co. therefore, about a year ago, instituted a special 
sale every Wednesday. Only one article, however, 
is put up as a special. These mid-week specials 
keep things moving and get people into the store 
who ordinarily wouldn’t bother visiting it until 
Saturday. | 

The mid-week special is put on display in one 
section of the store window every Monday and is 
taken out every Wednesday night. The special sale 
on the article that is being offered is confined to 
a Wednesday. The article cannot be bought at a re- 
re duced price except on that day. If a customer 
4 wants the article that is being offered as the mid- 





| |WEDNESDAY 
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Mid-Week Specials Increase 


2 Times 


week special on a Tuesday night the full price and 
not the special price is charged. The point is al- 
ways stressed that unless the firm maintains the 
policy of only selling its mid-week specials on the 
day specified it would be unfair to out of town 
customers who sometimes travel several miles to 
visit the store on the day of the sale. If the mid- 
week special were sold out before the day of the 
sale, out of town customers would naturally feel 
that they were being discriminated against, and 
they would lose confidence in the firm. 

According to Mr. Cale ninety .per cent of all buy- 
ing now-a-days is done by women. Women like 
bargains, he says, and it is up to the modern mer- 
chant to give them what they want. If they can’t 
get bargains in the hardware store they will go 
somewhere else where they can get what they want. 

The common mistake that most merchants make 
in offering specials, in Mr. Cale’s opinion, is that 
they offer too many articles at a time. It causes 
confusion in the mind of the possible purchaser. 
One thing at a time and that sold well, and, if pos- 
sible, cleaned out, is his motto, and it has worked 
out to very successful ends with him. 

He also thinks it is a mistake to crowd a window 
with a special. He uses only one section of his 
window for the Wednesday specials. It is the sec- 
tion to the right of the door as one enters the 
store. It cannot help but be seen. 
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What the Editor Thinks 


Time to Go Out After the 
Dollar 


LE ee you ever stop to think that this is 


an age of results; that motives, cir- 

cumstances and the thing we call 
conditions count very little in the final 
analysis ¢ 

Luck is only incidental. ‘The man who 
cannot demonstrate his right to the position 
he holds in the business world is soon 
brushed aside. You must earn and defend 
your place in the light or presto, you find 
yourself in the shade with someone else 
soaking up the sunshine. ‘The business man 
who waits for things to happen, inevitably 
gives way to the one who makes things 
happen. 

But I presume you are wondering what 
all this has to do with you and your busi- 
ness. Dropping all the editorial camou- 
flage, it means just this: For every dollar 
spent this year with local merchants, the 
customer is going to demand the utmost that 
his dollar will buy elsewhere. He is going 
to hold you and your methods and your 
merchandise up to the light. He is going to 
mentally compare your store with the pages 
of his favorite catalog and his impression of 
the house-to-house peddler. He is going to 
be just as critical as you are when the sales- 
men begin to talk of ideas for spring. 

It means that the merchant who stays in 
the running is billed for a season of hard 
work, work in buying, work in selling, 
work in keeping his stock right and his ex- 
penses right, work in giving proper service, 
work in proving his right to the patron- 
age of his customers by having what they 
want, when they want it. Spasmodic effort 
will not pile up profits under present day 
conditions. Nothing but steady, thorough 
hard work will suffice. 

But-—the present attitude of the customer 
offers to the live merchant a real oppor- 
tunity. It gives him his chance to prove his 
value to the individual and to the commu- 
nity. It puts him on his mettle. It spurs 


him on to better plans and better work. It 
furnishes a ladder to get him out of his rut. 
It affords him a fair field with no favors. 





erangs. 


There is plenty of money in this country 
—plenty of cash to buy all the necessities 
and many of the luxuries of life. It’s the 
same old money it always was, but it has 
grown cautious during the past two years. 
It wants to be persuaded. It wants to see 
service and hear values. It wants to be 
honestly earned and appreciated. 

Your mission this year is to go out after 
the dollar, not to wait for the dollar to go 
out after you. Your success will depend 
upon how well you do the job. 





The Salesman Who Lied 


RETAIL salesman tried to sell me an 
article recently—an article I really 
needed, but he failed. He was a good 

demonstrator, alive with enthusiasm, thor- 
oughly versed in the mechanics of the arti- 
cle, and a natural closer. 

But—he lied, and when he lied he died as 
a salesman, so far as I was concerned. He 
couldn’t sell me anything—ever. 

Of course he didn’t know that he was 
talking to a man who knew the difference. 
He thought he could get away with it. Per- 
haps he still thinks so, although I did my 
best to disillusion him. 

It is never necessary to lie about mer- 
chandise in order to sell it. Lies are boom- 
_ If a salesman cannot sell goods 
honestly he might better be out digging 
ditches or shoveling snow. It would at least 
be a comfort to him to know that it was 
honest effort rather than lies that brought 
him his bread and butter. 

A lie can never have any other effect 
upon a customer but that of breaking down 
his confidence, destroying his beliefs and 
turning him against buying. 

Don’t think the customer doesn’t know 
the difference. He may not, but don’t allow 
vourself to think so. He may know, and 
if he does you are registered in his mind as a 
crook and a liar. You are virtually dead so 
far as selling him is concerned. 

Lying to make a living is like insulting a 
man in order to gain his friendship. 

It never did win and it never will. 
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Follow Up Your Past Due 
Accounts 


T is almost a physical impossibility to 
conduct a retail hardware business on a 
credit basis unless the merchant adopts 

some practical method for following up past 
due accounts. 

A western merchant has virtually elimi- 
nated losses from his credit sales through a 
system of follow-up on all overdue accounts. 
Every month when the statements are made 
out, all the accounts which are overdue are 
posted directly from the ledger on to spe- 
cial cards. ‘These cards are numbered and 
provide for the name of the debtor, his ad- 
dress and remarks about the account. Below 
this is a regular ruled form for the enumera- 
tion of various items such as the date, folio, 
debits, credits, balance, time statement was 
mailed, and general remarks. ‘These cards 
are used as a basis for special letters or per- 
sonal calls as the occasion demands. 

~ Most losses on credit accounts are not 
due to dishonesty, but rather to a weakness 
in people which makes them avoid payments 
as long as possible. When they are prop- 
erly approached they generally settle the 
account, and instead of taking their patron- 
age elsewhere, they become in reality, better 
customers. 

Follow-up letters should be very care- 
fully worded, and when personal visits are 
made the merchant should do his best to ob- 
tain the money without offending the cus- 
‘tomer. When this is properly done the 
store seldom loses the customer or the cash, 
particularly if credits are granted only after 
investigation and on a business basis. 


It's Up to You to Make Good 
\ FEW days ago we had the oppor- 





tunity of talking to a group of sales- 
men who call on the retail hardware 
trade. 

We told those men that they should be 
more than mere traveling salesmen; that 
they should earn the right to be called busi- 
ness men and missionaries of trade; that 
their function is to sell the retail merchant 
ideas and plans for sales and profits, and the 
merchandise to back up those ideas and 
plans. 

We emphasized the fact that it is their 
privilege to sell prosperity to men whose 


opportunities for knowing conditions in 


general are not so broad as theirs; to carry 
a national viewpoint to the man whose busi- 
ness holds him largely to a single locality. 

We went farther and told them that 
whenever they sold a retail merchant a rea- 
sonable stock of goods, backed up by plans 
and ideas which would insure the resale of 
those goods, they were actually doing that 
merchant a favor; that if they convinced 
that merchant that he should stock a suffi- 
cient range of goods to satisfy the legitimate 
needs of his community, they were helping 
him to combat the mail order houses and the 
“Glorified Peddler.” 

We told them*that the retail merchant 
was vitally interested))in three thitigs con- 
+< 

cerning the merchandise offered them: 
First—Will it sell? Second—Will it give 
satisfaction, and therebiy add to his prestige 
and good will? Third—Will it pay a profit? 
We told them that many merchants had 
been oversold on turnover until they had 
come to consider it as the sum total of mer- 
chandising; that it was their mission to sell 
the merchant quantities which would insure 
proper turnover, but that it was likewise 
their mission to show him that he could lose 
more by being continually out of needed 
merchandise than he could gain by several 
additional turnovers of that merchandise. 
Last, but not least, we told them that they 
should know their lines and be able to im- 
part that knowledge to the merchant and his 
salesmen; that a big part of the responsi- 
bility for the resale of their goods rested 
upon their own shoulders; that if they only 
went out to crowd goods onto retail shelves, 
they were liabilities, but if their aim was to 
help merchants sell more goods and become 
better merchandisers they wete assets. 
Successful merchandising today depends 
upon cooperation—the kind of cooperation 
which is extensive enough to include the 
manufacturer, the jobber, the salesman, the 
merchant and the clerk. Like every other 
factor in the problem, the merchant who 
expects to receive a full measure of coopera- 
tion from his business partners, must put 
himself in position to receive it. 
If those salesmen we talked to find you 
cold to their honest attempts to serve, we 
can’t blame them if they brand you a 


“crank” and yours truly a “liar.” 
It’s up to you to make good. 
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$150,000 a Year in Chinaware Sales 


The Chinaware Department of The Bracy Bros. Hardware 
Co., Little Rock, is One of the Finest in Arkansas and a 
Large Part of Its Business is From Out of Town Customers 


told there is good money to be made in china- 

ware in the hardware store. Chinaware de- 
partments are the rule in Southern hardware stores 
and not the exception. People associate hardware 
and china and glass ware in those sections. The 
Bracy Brothers Hardware Co., Little Rock, Ark., 
maintains the finest stock of china and glass ware 
in the entire state and much of their business 
comes from out of town customers who have been 
buying china from this firm for a number of years. 

The reputation of this hardware store and its 
china department has spread far and wide. It no 
longer remains a stock of goods for city consump- 
tion but draws trade from all over the state. This 
can be readily understood when it is realized that 
Bracy Brothers Hardware Co. sells $150,000 worth 
of china and glass ware a year. 

The stock of dinner ware consists of 75 open 
stock patterns. In other words, a customer select- 
ing dinner ware in any quantity from a cup and 
saucer to a complete dining room supply has 75 
different patterns to choose from. Complete stocks 
of all of these patterns are carried and they have 
been selected from the great variety and represent 


G ictd there hardware dealers do not have to be 


the standard patterns that are in demand year 
after year. 

This gives the firm a permanent aspect in the 
customer’s mind because she knows she can match 
a broken piece at Bracy Brothers several years 
after the original purchase was made and if addi- 
tional dishes are needed she knows she can get 
them without trouble or delay. This has a very 
fine effect upon new customers as the point is al- 
ways made plain to them and as they usually buy 
a few items to begin with they are sure to come 
back for additional pieces or replacements. 

Five girls are employed in the china department 
which occupies the left side of the store. A cus- 
tomer is not in the store ten feet before one of 
these salesladies is on the job. In fact, a detective 
from a protective agency, in making his rounds 
inspecting stores and salespeople made a complaint 
to the management of this store that he disliked to 
come in there because the salespeople were so 
thoroughly on the job that he found it hard to make 
his getaway without parting with some of his hard 
cash. 

Besides the stock of 75 patterns of dinner ware 
there is undecorated china for painters, fancy 
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china of special pieces and designs, cut glass, blown 
glass, stem ware and bric-a-brac. In fact, one 
would have to pinch himself to realize that he was 
in a hardware store at all. The arrangement is so 
cleverly worked out and the displays so attractively 
placed that the average person insists upon wan- 
dering through the department and inspecting the 
pieces which strike his fancy. It is a noteworthy 
fact that when a customer begins to wander around 
and looks at the merchandise the pocketbook is go- 
ing to suffer sooner or later. 

The dinner ware is displayed on specially built 
cabinet tables down the center of the department. 
The top of each cabinet is covered with black 
glossy opalite glass. This makes a very fine set- 
ting for the dinner ware and really shows it off 
better than the table cloths used by many mer- 
chants. The contrast between the black top of the 
cabinet and the white of the dishes makes the 





tional display. This side is almost exclusively de- 
voted to fancy ware, pottery, lamps and bric-a- 
brac. The sidewall fixtures are all open and 
backed with black felt. Here again the color con- 
trast between the highly colored ware and the 
black background is very great and makes the en- 
tire side of the room interesting and inviting. The 
shelving is plate glass and can be adjusted at dif- 
ferent heights to accommodate the merchandise. 
The right side has a row of glass show cases for 
silver plate, flat ware, special glass and china items. 
Each of the saleswomen sells about $20,000 a 
year and at Christmas time five more girls are used 
to take care of the rush. The stock will average 
around $25,000 for the department. About one 
per cent of sales is expended in advertising the 
department. Special sales are held four times a 
year in line with the various seasons. The firm is 
now offering a weekly special to the trade. In fact, 
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The left side of the store is fitted with wall fixtures devoted exclusively to fancy ware, pottery, lamps 
and bric-a-brac. This method of display affords prospective buyers an opportunity for close inspection 


greatest possible color contrast and consequently 
attracts more attention. 

The china is arranged on these cabinets as shown 
in the illustration and shelves are provided under- 
neath for additional stock but these do not show 
as the ends and front of the cabinets are solid. 
Price books are placed on each table so the sales- 
people can give price information on any piece of 
dinner ware without a moment’s delay. All of the 
other merchandise is marked in plain figures. 

The left side of the store is fitted with wall fix- 
tures which have a ledge wide enough for addi- 


one special will be taken from several departments. 
For instance, one tool, one housefurnishing item 
and one china item is offered at a time. 

Sales in this department run about as follows: 
bric-a-brac, 20 per cent; glass ware, 30 per cent; 
and china, 50 per cent. When special sales are con- 
ducted it is possible to give a liberal discount be- 
cause of the large margin of markup on this class 
of merchandise. One of the executives of the firm 
made the statement that “A hardware dealer who 
passes up china and glassware passes up a money 
maker.” 
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MAILING list is as important to 
a merchant as a compass is to the 
captain of a ship. 

A captain may make port without a 
compass, but he stands a far better 
chance of being shipwrecked. 

A merchant may reach success without 
a Mailing List, but he is much more 
likely to reach the bankruptcy court. 

Most merchants know this, but there 
are some things that many of them do 
not know. 

Thousands of merchants know the 
value of a mailing list without knowing: 

How to obtain one; 

How to use one when they get it; 

How to keep it alive after it has been 
created. 

HARDWARE AGE is going to tell its 
readers the answers to these questions, 
and for that purpose has engaged the 
services of Mark McGhee, one of the 
greatest experts on Mailing Lists in 
America. 

Mr. McGhee is now manager of a 
large Retail Advertising Service. He 
has back of him twenty-five years’ prac- 
tical experience in business. He has 
been advertising manager, sales manager 
and general manager of a score of stores, 
ranging from a little general store in the 
country town where he was born to a big 
department store. 


Mailing Lists are his hobby. He has 


Make Uncle Sam 
Your Partner 





Fight Catalog Houses and 
‘*Glorified Peddlers’’ with 
Their Own Weapons 


prepared and used hundreds of them. 
He knows what they can do and how to 
make them do it. Beginning with the 
next issue of HarpWARE AGE he will tell 
our readers what he knows. Here are 
some of the things he will tell you: 

What a Mailing List is. Its purpose 
and the simplest way to start one. How 
to perfect a List after it is started. How 
to get the names of your customers on 
your Mailing List. ‘The way to keep 
your List alive and make it earn profits. 
The difference between Direct-By-Mail 
and Direct-Mail Advertising with ex- 
amples. Which is best—Sending mail 
under one or two cents. Suggestions for 
store events with sample letters to send 
out, ideas for circulars, etc. Sample pieces 
for mailing other than letters. What per- 
centage should be spent in direct adver- 
tising. Collection Letters. How much 
should it cost to collect accounts? 

Store News and the big things it can 
do for you. Story of what one merchant 
did with a single issue in a town of 300 
people. | 

These are only a few of the things that 
Mr. McGhee will tell you, things that 
will mean money in your pocket and per- 
manent growth to your business. No 
merchant can afford to miss this series. 

We are going to end this announce- 
ment with a word of warning. Do not 
deceive yourself about conditions in re- 
tailing. The hardware store of the fu- 
ture cannot succeed on methods of the 
past. Competition is severe now. It is 
going to be a great deal more severe, and 
the incompetent merchant is going to the 
wall. Efficiency will be the one test of 
the survivors. Ten years from now 
there will be fewer and better retailers in 
America because the inefficient will have 
been eliminated. 
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Curbing the “Glorified Peddler’ 


anything. 

Through the cooperation of the in- 
dividual merchants, the Chamber of Com- 
merce, the city officials and the housewives, 
Owatonna, a thriving city of 10,000 popula- 
tion in southern Minnesota, has practically 
rid itself of peddlers and house-to-house 
vendors. 

Richard G. Brophy, executive secretary 
of the Owatonna Chamber of Commerce, 
has been the leading spirit in the fight 
against the invading horde of itinerant ped- 
dlers who were jeopardizing the future of 
the retail business of that city. He con- 
ceived the idea that the ““door-bell ringer”’ is 


PP oanvih work will accomplish almost 
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MRS. HOUSEWIFE: 
This card is furnished to you by the 


OWATONNA CHAMBER OF COMMERCE 
OWATONNA MINNESOTA 
and additional copies will be mailed to yourself or 
friends upon request. It is given you with the 
thought that it might aid you in getting rid of the 
‘‘peddler” and ‘‘agent’’ nusiance. 
We suggest that you tack it up where they will 
see it and use it when calledon to reject: them. 
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NOTICE TO PEDDLERS 
Agents and Order Takers 





















NO ADMITTANCE 
We don’t need your goods 
'' Owatonna merchants carry complete stocks and 
t 
| , WE TRADE AT HOME! 
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just as much of a curse in the eyes of the 
average housewife as he is in the eyes of the 
retailer. 

Working on this assumption, some small 
weatherproofed cards, three by five inches 
in size, were printed by the Chamber of 
Commerce and mailed to every housewife in 
the city. On its face this card bore a notice 
to peddlers, agents and order takers that 
admittance was denied, that their goods 
were not needed, and that the home mer- 
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chants carry complete stocks from which 
the lady of the house prefers to choose. 


The reverse side of the ecard carried a little 


message to the housewife pointing out that 


it was furnished by the Chamber in the be- 
lief that she would welcome its aid in rid- 


ding herself of the nuisance of answering 
the door-bell many times a day only to find 
i suave, smooth-spoken agent with merchan- 
dise of some sort. for sale. 


The suggestion 
was also advanced: that the card be tacked 


up in a prominent place: where it would 
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‘atch the eye of the would-be salesman be- 
fore he had a chance to ring the bell. 

The idea caught the popular fancy right 
from the start and as was anticipated the 
women welcomed this relief from the an- 
noyance of the peddlers. ‘The cards were 
generally made use of and many instances 
have occurred where women, who were over- 
looked in the distribution, have phoned to 
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the Chamber office to request a card “such 
as I saw at a friend’s house.” A remailing 
of cards is planned for early this coming 
spring, as it is felt that some of the women 
did not make use of the first cards sent them 
but now have seen so many of their friends 
and neighbors put them on the doors that 
a second one will be appreciated. 

The Chamber of Commerce has now 
taken another step in its campaign and is 
issuing permits to solicitors for funds for 
any purpose whatsoever, that after care- 
ful investigation it finds worthy. So thor- 
ough has been its educational work along 
this line, that solicitors who have failed to 
apply for a permit or have been refused one 
are not even listened to by the housewife or 
business man. 

The suppression of the peddler has been 
such a popular movement with every one 
concerned in Owatonna, that the city offi- 
cials are also taking a hand. Harlan E. 
Leach, city attorney, has drawn up a pro- 


posed ordinance which is expected will pass 
the council unanimously. The provisions of 
this ordinance are: application for a permit 
for any form of peddling or street vending 
must be made to the chief of police, together 
with a statement of the exact details of the 
business to be carried on and the length of 
time of that business. ‘The address or ad- 
dresses of the applicant for the five years 
previous must be given and the police de- 
partment shall investigate the statements 
of all applicants before a permit is issued. 
The fees for the permits shall be: peddlers 
$5 per day, transient merchant, first day $10 
and each additional day $5, railway track or 
carload peddlers $25 per car, wagon ped- 
dler $150 per year, $100 for six months. 
Street corner and curbstone merchants are 
strictly prohibited except at the public city 
market. The penalty for the violation of 
any part of the proposed ordinance is 90 
days in jail or a fine of $100 or both. 


Letters on the ‘Glorified Peddler’ 


AintisPeddler Legislation 
in Los Angeles 


Mr. LLEw S. SouLe, Editor, 

HARDWARE AGE, 

New York City. 

I have been very much interested in your editorials 
on the subject of the peddler menace and believe that 
you will accomplish a great deal of good in bringing 
before the retail hardware trade the real importance 
of the subject. 

In Los Angeles we are trying to secure the passage 
of an ordinance similar to the one which is working 
successfully in both Portland and Seattle, with very 
good prospect of favorable action. 

(Signed) H. L. Boyp, 
Secretary-Treasurer, 
Southern California Retail Hardware Ass’n, Los An- 
geles, Cal. 





Some Facts on the “Peddlers” 


Mr. LLEw S. SOouLe, Editor, 

HARDWARE AGE, 

New York City. 

I have been reading, with much interest (and 
rage), the articles appearing in HARDWARE AGE, con- 
cerning the “Glorified Peddler.” Also I’ve been doing 
a bit of “digging” elsewhere, and want to blow off a 
little surplus steam. 


In the first place, I believe it’s foolish for us to try 
to combat the peddler without knowing more about 
him: It would be comparable to fighting a ghost. Asa 
method of gathering some of this much needed infor- 
mation, I would recommend studying some magazine 
directed toward the peddler, or as he calls himself, the 
“specialty salesman.” (I’m taking my own medicine.) 
I suppose there are plenty of such magazines put out, 
but it so happened that through “one of the breed” I 
got hold of a copy (and it won’t be the last) of the 
Specialty Salesman Magazine, published at South 
Whitley, Ind., and I’ve spent considerable time on it. 
This magazine is “for” the peddler, first, last and all 
the time, and is trying desperately to establish him 
as a high class “specialty salesman,” instead of 
“agent, canvasser or peddler.” And how this newly 
created specialty salesman does love us retailers! 
I’m going to take the liberty of quoting in full an 
explosion appearing in the above mentioned maga- 
zine. It is as follows: “I have on my desk a printed 
circular gotten out by a local organization calling 
itself ‘The Better Business Commission.’ In bold let- 
ters at the top is printed the word, ‘Warning!’ And 
following the scarehead is this copy: Numerous com- 
plaints are being received from housewives who re- 
port that they have lost money through purchasing 
merchandise from unknown house-to-house peddlers. 
Professional swindlers who go from city to city have 
victimized thousands of Cincinnati house-wives. Mer- 
chandise is misrepresented, and, if delivered, is often 
inferior to samples shown. Advance payments are 
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sometimes collected, and the peddler vanishes and the 
merchandise is never received. 

“Now, of course, it is plain that this is merely a 
piece of propaganda originating with the local stores, 
who’ are vainly trying to stop the onward march of 
specialty selling. To say the least, this method is un- 
fair, unjust, and under-handed. Yet it is typical of 
the methods used by the enemies of direct selling in 
many localities. It is needless to say that right- 
minded salesmen are not daunted by such cheap 
methods. They know they are rendering a real ser- 
vice to consumers and that they save them many 
dollars. 

“But there is one thing about this circular that 
should be considered. Although most specialty sales- 
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direct to notify the proper authorities whenever he 
discovers such an evil-doer. There is little reason for 
the unfair slander, such as I cited above. But there 
will be much less when the field of direct selling is rid 
of the few crooks who now prey upon it.” 

Now this article shows to a certain extent what 
they think of us. They say that those who dare to 
criticize them are unjust, unfair, under-handed, nar- 
row-visioned and prejudiced: Gracious! aren’t we 
ashamed of ourselves? 

The article says the specialty salesmen “know they 
are rendering a real service to consumers and that 
they save them many dollars.” Do they? No, they 
absolutely do not. “But,” says some faint-hearted 
retailer, “my wife says she can buy dresses for much 
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people, by far, are honest, well-meaning, square-deal- 
ing men and women, the field is infested with a few 
conscienceless crooks who get along by deceiving and 
defrauding the people they call on. Such men, though 
few in number, reflect discredit on all specialty sales- 
men who are on the square. The actions of these men 
give rise to most of the unjust criticism sent out by 
narrow-visioned or prejudiced local organizations, like 
store-owned chambers of commerce, better business 
bureaus, and the like. 

“It is to the interest of every honest specialty sales- 
man that these confidence-destroying salesmen be 
driven out of business and into jail. It is the duty of 
every salesman who derives his i.ving from selling 





less from peddlers than she has to pay the local deal- 
ers. Wouldn’t she save money by buying from the 
peddlers?” All right, Mr. Retailer, it’s a fair ques- 
tion, and I’ll proceed to answer it. She would save 
money on that particular article, but in the long run 
she loses money. For it’s impossible to buy everything 
from peddlers, so she must patronize the retailers for 
some things. And if Mr. Retailer’s business is re- 
duced because of the peddler he’s got to get more 
money for what he does sell, in order to keep from 
going under. Thus in the end the consumer pays, as 
per usual. 

The specialty salesmen tell us so emphatically and 

(Continued on page 48) 
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Serious Distribution Problems 





By Saunders Norvell 


HE illustration of the division of 
T profits as outlined below is taken on 

a very liberal basis. There are of 
course many items on which the profits 
to be divided are not so satisfactory. It 
must be understood, however, that in an 
article such as this, dealing in principles 
of distribution, one can only write in a 
general way. If we attempted to go into 
all of the side issues and diff erent shades 
of selling, we would become lost in a maze 
of detail. 
This article is simply a basis for studies 
that will follow, of the manufacturer, the 
jobber, the salesman and the retail dealer. 
Naturally in cach article all of these links 
in the chain of distribution will be more or 
less mingled. 

* * * 


445 department stores each doing over 
$1,000,000 per annum, equal to 16% of 
total retail business in the United States. 

2000 chains, comprising 60,000 stores, do 
8% of the total retail business. 

8000 company stores do 4% of the total 
retail business. 

50% of the notion business is done 
through 5 and 10 cent stores. 

20% of the drug store business is done in 


chain stores. 
* * * 


The above figures are taken from a re- 
cent analysis. © 

A manufacturer produces an article to 
retail at $1. This article travels through two 
channels to the consumer. One channel is 
to the jobber—through the salesman—to the 
retailer—to the consumer. The other chan- 
nel is direct to the mail order house, to the 
department store, to the chain store, to the 
mutual buying club or to the 5 and 10 cent 
store—and from each of these divisions into 
the hands of the consumer. 

In the first system of distribution, when 
the goods leave the manufacturer, they pass 
through three hands to the consumer—the 
hands of the jobber, the salesman and the 
retailer. In each of these steps a profit 
must be added. 

In the second system of distribution, the 





goods pass directly from the manufacturer 
to the distributor and from this distributor 
immediately into the hands of the consumer. 
There is only one distributor and only one 
profit. 

A manufacturer in planning his cam- 
paign through jobbers and retail merchants 
appreciates the fact that they must have a 
fair profit or they will not push his goods. 
If the item retails at $1, the jobbing price 
to the retailer is established at 60c., giving 
the retailer a profit of 40% on the selling 
price. The price to the jobber is established 
at 45c. He sells at 60c. to the retailer. 
Therefore his profit is 15c. or 25% on his 
selling price. Out of the jobber’s profit of 
25%, however, must come the cost of the 
salesman — his salary and traveling ex- 
penses, say, 8%. ‘This division of profits is 
satisfactory to both the jobber and the re- 
tailer. 

On the other hand, this item that is sup- 
posed to be retailed at $1 is sold to the de- 
partment store, the chain store, the mail 
order house, etc., at exactly the same price 
at which it is sold to the jobber—that is— 
45c. If these distributors take the full 
profit, their profit is 55c. on each item or 
55% on the selling price. ‘Therefore it is 
clear that this distributor receives a profit 
of 55c. per item as against the retailer’s 40c. 
and as, against the jobber’s 15c. 

If the mail order house, chain store, 5 and 
10 cent distributor, etc., decide to cut the 
price on this item 10%, for instance, they 
will sell at 90c. This leaves their profit 45c. 
as against the retailer’s 40c. and the jobber’s 
15c. This, in a nutshell, is the crux of the 
situation. 

All of us who know anything whatever 
about distribution of merchandise in this 
country today know that the large depart- 
ment stores, the chains, the great 5 and 10 
cent stores and the mail order houses buy 
their goods just as low and in some cases 
even lower than the jobbers. The very large 
retail houses in the larger cities, ordering 
in jobbing quantities, also buy as low as the 
jobbers and therefore they, too, in selling 
have an opportunity to make the same profit 
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as the mail order houses, chains, etc. ‘The 
analysis of the situation seems to indicate 
that the medium sized and the small retailer, 
buying direct from the jobber, are gettirg 
the worst of the deal. 

The attitude of the manufacturer is sim- 
ply that he wishes his goods distributed and 
as a matter of cold business, he does not care 
who distributes them as long as his distribu- 
tors takes the volume he manufactures and 
keep the channel of distribution continuous 
and steady. His attitude is a neutral one. 
He says, “I only get 45c. per unit, whether 
I sell through the jobbing-retailing channel, 
or whether I sell through mail order houses, 
chain stores, department stores, etc. It is 
all the same to me. Let the two systems of 
distribution fight it out between them. It 
is really no affair of mine. This is the atti- 
tude of the manufacturer who advertises 
nationally, has his line of goods established 
and is selling in both channels of distri- 
bution. 

On the other hand, there is the manufac- 
turer who has been loyal to the hardware 
jobber and retail merchant. He does not sell 
the mail order house nor the chain store nor 
the mutual buying club. When he studies 
the figures that appear at the top of this 
article it gives him something to think about 
as to the future distribution of his goods. 

The battle between the two systems of 
selling in the large cities over the country is 
between the independent retail merchants, 
chain stores, 5 and 10 cent stores and de- 
partment stores. In the larger cities the 
mail order house does not cut much figure. 

In the smaller towns the battle between 
the two systems of distributing goods is be- 
tween the independent retail merchant and 
the mail order house. It is also one of the 
problems of the independent retail mer- 
chant to keep his automobile trade from 
motoring to the larger cities and buying 
there. ‘The automobile, by giving the con- 
sumer a larger shopping area, has brought 
even the small dealer in the small place in 
competition with the chain store and the 5 
and 10-center in the larger cities. 

In an analysis of the trade of the country, 
it is an interesting fact that the Southern 
states are not yet suffering from mail order, 
chain stores and 5 and 10 cent counter oper- 
ations as much as their brothers in the 
Northern states. ‘The Southerner is per- 
sonal and sentimental in his buying. ‘The 


Southerner still believes in friendship and, 
besides that, the Southerner also usually 
buys on time. ‘This business in the North- 
ern states, especially in the larger cities, has 
been drifting mostly to a cash basis, in the 
Southern states, long time is frequently the 
rule. Long time is a part of the system of 
jobbers and retailers and has no place in 
the system of mail order houses and chain 
stores. 


Under the above conditions, as_ briefly 
sketched, the independent retail merchant 
in the hardware business and also in other 
lines is asking the direct questions—*‘Is the 
jobber from whom I am buying worth the 
profit he is getting? Does the jobber ac- 
tually earn this profit? Are the jobber’s 
expenses too high? Are there too many 
traveling salesmen?” ‘The independent re- 
tail merchant knows that in the last analysis 
all expenses are added to the cost of the 
goods and that he as a retailer must pay 
them. He first asks—‘“‘Are the jobber’s 
heavy expenses necessary? Can they not be 
cut down? Cannot the jobber afford to han- 
dle his business on a smaller cost?” 


If the answer to these questions is in the 
negative; if he is told it is impossible for the 
jobber to cut down his expenses and it is 
therefore impossible for him to take a 
smaller share of the division of profits, then 
the retailer asks, “Is it not possible for us to 
develop some method by which we can buy 
our goods just as low as the large retailer 
in the large city and just as low as the mail 
order houses, chain stores, 5 and 10 cent 
stores, etc?” 


Therefore is it not the part of wisdom for 
the manufacturers and jobbers, as well as 
the hardware salesmen of the country, also 
to consider these problems and at least fully 
realize what these problems are? Possibly 
out of a frank discussion of these problems 
improvements in conditions will be sug- 
gested or perhaps mistakes avoided that 
might be brought about by rushing into half- 
baked new ideas without giving the conse- 
quences of these changes sufficient care- 
ful consideration. 

It is the writer’s opinion that the entire 
hardware trade would be better off if these 
serious questions of distribution are con- 
sidered fearlessly and if the truth is faced 
even if this truth in some of its aspects 1s 
not very palatable. 
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“Main Street” Merchandising | 


Methods 





HE object and ideal of the retcil mr- 

chant is a steady stream of customers. 

In this era, even the small business 

that is conducted without forethought and 
careful planning will find 


Costs Climbing Up 
while 
Prices Joggle Down 





As consumption creates demand and in- 
creases competition, it is natural for prices 
to decline, yet often for many reasons the 
retailer’s costs do not decline proportion- 
ately with the resale prices. His only way 
to preserve or increase his N ET is increased 
sales. 





Article No. 2 
on 
**Daily Use 
Merchandise’’ 





January 29, 1925 








IFTH AVENUE has been 

called the world’s greatest 

“Main Street.” The retail es- 
tablishments located here, through 
their merchandising methods have 
given this great thoroughfare its 
reputation as the world’s shopping 
center. Apply Main Street mer- 
chandising to your business, irre- 
spective of your location, and 
watch it grow. In this article you 
will find practical suggestions on 
applying “Main Street” selling 
methods to “Daily Use Merchan- 
dise.”’ 








Observation of methods used by depart- 
ment and chain store operators emphasizes 
the thought and attention these merchants 
give to daily use merchandise. 'Their every 
day thought is to attract people to their 
stores. After getting them there—show 
something that will appeal strongly enough 
to make the extra sale. The use of reminder 
of daily use merchandise is their standby. 


Consider 


The value of daily use merchandise 
to attract new customers. 

The influence of daily use merchan- 
dise upon the extra sale. 

The influence of daily use merchan- 
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dise upon the total amount of business 

and net margin. 

The profit or turnover of average in- 
vestment, rather than gross profit per 
sale. 

The hardware business today comprises 
in addition to the original lines, electric, 
sporting, housefurnishing goods, paints, 
cutlery and kindred lines, in which are in- 
cluded many items that belong in the classi- 
fication of daily use merchandise. For the 
sales of this class of merchandise, hardware 
merchants compete with each other and with 
merchants of other basic lines who find 
these goods kindred to their business or use- 
ful trade attraction to their stores. 

This condition requires the hardware mer- 
chant to handle daily use merchandise in the 
way that places him in a comparatively 
favorable light in the view of his public. He 
must do this or leave the sale of this kind of 
merchandise to other retailers who are keen 
for more business. 

Fortunately the real staples of the hard- 
ware business while distributed under com- 
petitive conditions at a margin that would 
not permit of profit for distributors, were 
it not for constant turnover of investment, 


are usually supplied to the user at prices 
that permit retail merchants retaining a 
fair margin. So it seems the retail hard- 
ware merchant can afford to use Main 
Street methods and prices while seeking his 
share of the business on daily use mer- 
chandise. 

If becoming headquarters for daily use 
merchandise increases the flow of business, 
we might be justified in accepting the de- 
partment and chain store viewpoint and con- 
sider daily use merchandise as good adver- 
tising material, worth featuring, as its likely 
that of the many who buy that merchandise 
some will buy other goods—especially if we 
have in mind the extra sale. 

These daily use articles, many of them 
small, because of their general use and con- 
sumption are important for their aggregate 
value and their influence upon total sales. 
They should always be displayed where 
every one who enters the store will see them; 
where they will serve as one of the two 
edged swords of modern merchandising—a 
reminder to those that need—a suggestion 
to those who may be buying elsewhere. 
Have enough of this kind of merchandise, 
both of quantity and variety. 
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Where “Main Street”? Merchandising Methods Are Used 


This is a view in the splendid store of Senger-Heller Hardware Co., Portage, Wis. 


lene 


See page 62 
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H. J. Hodge 


Deroy Danielson New President 


of Western Retail Assn. 


Means of Combating the ‘‘Glorified Peddler’’ Among 
Topics Discussed at 36th Annual Convention 


DISCUSSION of business topics and the 
passage of a resolution urging merchants 
to get behind the national movement in- 

augurated by HARDWARE AGE to combat the 
menace of the “Glorified Peddler’ were features 
of the Thirty-sixth Annual Convention of the 
Western Retail Implement and Hardware Asso- 
ciation, held at Kansas City, Mo., Jan. 13, 14 and 


That an “era of good feeling” and 
advancing prosperity has opened for 
the hardware-implement trade of the 
Southwest was evident at every session 
of the convention. Not a note of 
gloom was sounded at this great 
gathering and, by the same token, no- 
body wasted any words in advocacy of 
a boom. 

It was the consensus of opinion that 
business, at last, is definitely on the 
road to robust health in this section. 
This expression of confidence, backed 
by an array of indisputable facts, was 
heard from every speaker. Neither the 
pessimist with his fictitious woe, nor 
the optimist with his false exultation, 
had much standing at the Western 
convention. It was a gathering of 
strong merchants perfectly willing to 
look actual circumstances in the face 
and, with scarcely an exception, they 
found those circumstances favorable. 

In his review of the association’s 
work since the preceding convention 
Secretary H. J. Hodge of Abilene, 
Kan., announced that the Western’s 
membership had reached the figure of 
2121, the largest number of members 
belonging to any retail trade body in 
the hardware-implement field. 

At the opening of the convention re- 
tiring president W. C. Cole of Bethany, 


Kan. 


Mo., said: “To make a good swarm, 
every bee has to work hard and dili- 
gently. Let’s keep at it and on Jan. 
1, 1926, tell the world the Western Re- 
tail Implement and Hardware Associ- 
ation has 2500 paid-up members, 

“T feel that conditions have improved 
greatly so far as price equalization is 
concerned,” Mr. Cole went on to say. 
“Our implement and hardware com- 
modities have in most instances been 
steady. Some have increased in price 
and some have declined, but to a great 
extent there has been little variation. 

“On the other hand, farming com- 
modities for the most part have shown 
a marked advance during the year. 
Wheat, corn, sheep, hogs, cotton, 
alfalfa, poultry products and many 
other farm commodities have all in- 
creased in price until there is no ques- 
tion that they are profitable for the 
farmer to raise. 

“Cattle and dairy products have held 
their own. It is being proven every 
day that they will show a profit on the 
farm when rightly handled. Farm 
rents have decreased until they are no 
longer exorbitant. Taxes are not out 
of reason and money can be borrowed 
at virtually the same interest as in 
1914.” 

Secretary Hodge said: 


15. Officers elected for 1925 were as follows: 
Deroy Danielson, St. Francis, Kan., president. 
Henry W. Fly, Monett, Mo., vice-president. 
Directors, full term, are as follows: 

G. McCluskey, Billings, Okla., and Jack Watson, 

Cherokee, Okla. 

term of Mr. Fly, Murrey M. Smith, Clay Center, 


William 


Director to fill the unexpired 


“Today we have come to the turn 
of the road. Four outstanding facts 
influence our outlook for future de- 
velopment: 

“(1) The commodity price index, 
based on 200 commodities in general 
use in the United States, is almost 
exactly the same as it was one year 
ago. 

““(2) The cost-of-living figures are 
the same as they were one year ago. 

“(3) The price being received by the 
farmer for the things he produces is 
far better. 

“(4) The price the farmer pays for 
the things he must use has been mate- 
rially reduced so that his financial 
status has been placed practically on a 
level with the man in industry. 

“These facts form the basis of our 
coming year’s progress. Upon them 
we can build our industry with assur- 
ance of sound conditions. Particularly 
is this true of the Western association 
territory. 

“On the map of business conditions 
at the beginning of the year shines 
one white spot marking the Nation’s 
area of largest prosperity. That spot 
covers the section where dwell the 
members of this association. It in- 
cludes the agricultural empire we 
serve. We are sitting on top of the 
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world, so far as the economic condition 
of our customers is concerned. 

“We have waited for this revival of 
rural prosperity. In a large measure, 
it has come—arriving, as usual in such 
instances, with marked rapidity, al- 
most in a day changing depression and 
discouragement to hopefulness and 
cheer. Our task in the past has been 
to watch and wait. 

“Our task ahead is to take advan- 
tage of such improvement as has oc- 
curred and to utilize it for the better- 
ment of our industry and the improve- 
ment of the communities in which are 
our business and our homes. 

“This is not theory. It is not imagi- 
nation. It is a frank statement of the 
condition that confronts us. To ac- 
complish results we must fit our plans 
and methods to the new situation and 
utilize its forces in the accomplishment 
of a more satisfactory return. 

“That you may not mistake my 
meaning I call your attention to the 
Government’s figures which indicate 
that the farmer has been spending only 
three and one-third cents of every 
dollar of cash income for farm equip- 
ment. The balance of ninety-six and 
two-thirds cents goes elsewhere. 

“If these figures are correct, then 
it must be apparent to you that your 
strongest competitors are not farm 
equipment dealers in your town or 
county, but are among those who are 
getting the ninety-six and two-thirds 
cents for things less essential than 
farm equipment. 

“It is for you to convince the farmer 
that there is more profit to him in in- 
vesting part of the ninety-six and two- 
thirds cents in lines of merchandise 
which will bring larger returns and are 
more essential to a continuance of 
prosperity. 

“Every dollar the farmer puts into 
new equipment is a capital investment 
that nets him more profit and from 
that standpoint you are justified in 
putting forth the most vigorous efforts 
of which your organization is capable 
to secure your share of what is now 
going for non-essentials. 

“The improvement which has come 
in the farmer’s purchasing power 
makes for greater prosperity, but you 
will get your share only by reaching 
out for it. It will not come to you 
unbidden. This is why I say we must 
fit our plans and methods to the new 
situation.” 

One of the most important resolu- 
tions adopteg by the Western conven- 
tion urged merchants to get behind the 
national movement inaugurated by 
HARDWARE AGE to combat the menacing 
operations of “The Glorified Peddler.” 
The secretary’s report also urged at- 
tention to this evil. The resolution 
reads: 

“Some alarm is felt among all 
classes of tradesmen at the rapid in- 
crease in the number of peddlers that 
infest our towns, cities as well as rural 
communities. The brazen impudence 
of this horde of disturbers is surpassed 
only by their spurious arguments that 
merchants exact an unfair profit for 
their wares. 

“These propagandists wander from 
place to place. They bear no part in 
any community’s burdens. They con- 


tribute nothing to the welfare of the 
community, but endeavor to kindle a 
species of class hatred among our 
people and _ should no _ longer’ be 
tolerated. 

“‘We hereby instruct the officers and 
directors to formulate an _ effective 
legislative program and have the same 
presented to the legislatures in the 
States covered by our association and 
use all honorable means to have these 
measures enacted into law so that com- 
munities may more easily protect their 
rights against this pirate class. 

“Legislation at best, however, will 
reach only the most flagrant violator. 





W. C. Cole, retiring 


president 


Communities must largely find the 
remedies within themselves by making 
peddling of merchandise unpopular as 
well as unprofitable.” 

Special significance attaches to this 
resolution since it was worded by AIl- 
bert A. Doerr of the A. A. Doerr Mer- 
cantile Co., Larned, Kan., who has 
served as a leader in both houses of 
the Kansas Legislature and was re- 
cently candidate for lieutenant gov- 
ernor of the State. Mr. Doerr has had 
much experience with legislative meas- 
ures on mercantile subjects and was 
chairman of the Western convention’s 
resolutions committee. 

Fred L. Taylor, leader of the “Quart- 
less Quartet of Kansas,” the Western’s 
own warblers, led the convention sing- 
ing. Finley P. Mount, president of the 
National Association of Farm Equip- 
ment Manufacturers and head of the 
Advance-Rumely Thresher Co., La- 
porte, Ind., addressed the gathering at 
the first session on “What the Imple- 
ment Manufacturer Is Doing to Stimu- 
late Business.” 

Mr. Mount said that 1925 was open- 
ing as the dawn of a new day for those 
in the farm equipment industry. “The 
situation is better,” he declared, “than 
it has been for ten years. There is 
more stability and certainty in it. J 
believe the present price of wheat is 
more nearly the ultimate level than the 
price that prevailed in 1923.” 

An important point so generally ac- 
cepted as to have been almost forgotten 
was emphasized by Mr. Mount with 
respect to the lack of tariff protection 
in the American farm equipment in- 
dustry. 


For thirty years, Mr. Mount said, 
not a cent had been assessed at our 
ports of entry against foreign-made 
implements, yet the domestic imple- 
ment market had never been invaded 
by the foreign manufacturer and for 
just one reason: He had never been 
able to compete with the American 
manufacturer either here or in the 
major markets abroad. 

“If agriculture is the backbone of 
the Nation,’ Mr. Mount said, “farm 
equipment must be its spinal cord.” 
He besought the dealers to be aggres- 
sive in presenting to the farmer the 
virtue of implements as producers of 
wealth. 

Roy F. Soule, editor of the Hardware 
Dealers’ Magazine of New York City, 
spoke at the second session of the con- 
vention on “The Greatest Day in the 
World.” Mr. Soule developed the idea 
that Pay Day, because of its meaning 
to the home and to the industry of the 
nation, is the greatest day in the world. 
This session was devoted to hardware 
subjects exclusively. 

Tom N. Witten of Trenton, Mo., W. 
E. Haynes of Emporia, Kan., T. J. 
O’Neil of-Osage City, Kan., and Albert 
A. Doerr of Larned, Kan., led the 
Question Box discussions throughout 
the convention. 

Dave E. Church of Charles City, 
Jowa, who has earned the title of “The 
Radiorator” of the agricultural ma- 
chinery field, spoke at the third and 
last session on “Visualizing the Farm 
Equipment Industry.” 

The night before Mr. Darrah had 
talked to the thousands in the radio 
audience from Station WDAF, the 
Kansas City Star, on the text, “Good 
equipment makes a_ good farmer 
better,” which has been adopted as 
the slogan of the farm equipment in- 
dustry. 

Tuesday and Wednesday afternoons 
of convention week the Advertising 
Round Table, a part of the convention 
activity, was conducted on the third 
floor otf the Kansas City Athletic Club. 

It was led by Charles L. Haynes of 
the Haynes Hardware Co., Emporia, 
Kan., Assisted by John De Wild of St. 
Louis. At the first session of the 
Round Table various forms of good 
and bad retail advertising were dis- 
cussed. 

On the second day Mr. De Wild 
showed stereopticdn pictures of effec- 
tive window displays and later led a 
class in show-card writing. About a 
hundred dealers attended each session 
of the Round Table. 

Monday night of convention week the 
hardware and implement traveling 
salesmen were entertained at the 
“Second Annual Rally for Farm Equip- 
ment Salesmen” in the Pompeian Room 
of the Baltimore Hotel. Nearly six 
hundred selling men were present as 
guests of the Kansas City Implement, 
Vehicle and Hardware Club. The offi- 
cers, directors and past presidents of 
the Western association were there as 
special guests of honor. 

Wednesday afternoon the ladies of 
the Kansas City Implement, Vehicle 
and Hardware Club entertained the 
ladies of the visiting dealers at an 
Orpheum Theater party. 
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Business Men Start Drive for Hearings 
on Price Reduction Bills 


Representative Merritt, Author of One Measure, Pledges 
Aid—Drastic Reform Proposed in Methods 


ness men took part in a drive on 

Congress during the past week 
in the hope of securing hearings at the 
nage session on the price protection 
ills now pending before the House 
Committee on Interstate and Foreign 
Commerce. Taking advantage of the 
presence in Washington of a large 
number of business men attending the 
Distribution Conference called by the 
National Chamber of Commerce the 
leaders in the movement for price pro- 
tection legislation decided to confer 
with prominent members of the House 
Committee having the bills in charge 
for the purpose of urging the fixing of 
a date for hearings before the adjourn- 
ment of the present Congress on 
March 4, 

Leading members of the House Com- 
mittee were interviewed by groups of 
business men, a delegation of twenty- 
two being introduced to Representative 
Merritt, the author of one of the pend- 
ing measures, by the Washington cor- 
respondent of HARDWARE AGE who ex- 
plained the position of the advocates 
of the legislation as follows: 


i om a hundred important busi- 


Views of Advocates of Legislation 


“We are fully aware of the parlia- 
mentary situation now existing and we 
are under no delusions as to the possi- 
bility of enacting price protection leg- 
islation at the present short session 
with which this Congress ends. We 
believe, however, that there is an op- 
portunity to take a long forward step 
in this campaign which has now been 
actively on foot for a full decade. While 
no law can be enacted this winter the 
House Committee on Interstate and 
Foreign Commerce can certainly grant 
hearings on the pending bills and give 
them consideration in committee for 
the purpose of examining the merits of 
all the measures, selecting the best 
points in each and welding them to- 
gether into a harmonious composite bill 
that all the advocates of price protec- 
tion can get behind and push during 
the coming long recess of Congress. 

“We are asking for hearings at this 
time because we know there is much 
difference of opinion as to the exact 
form this legislation should take, al- 
though with the exception of a few 
predatory price cutters, including cer- 
tain department and chain stores, there 
is a remarkable unanimity of opinion 
that early legislation is necessary to 
prevent the further demoralization of 
merchandising in all lines. We are 


of Federal Trade Commission 


By W. L. Crounse 


confident, however individual members 
of your committee may feel with re- 
spect to this legislation, a short hear- 
ing devoted to arguments by represen- 
tative business men will serve to con- 
vince you all that Congress can confer 
no greater benefit upon the country at 
large than by giving to American man- 
ufacturers what the producers of every 
other civilized country in the world en- 
joy, namely, the right to fix by con- 
tract, either written or oral, the resale 
prices of their trade-marked or other- 
wise identified products. 

“We shall not need extended hear- 
ings in order to get our views before 
your committee and we shall gladly di- 
vide the time with any interest that de- 
sires to appear in opposition to this leg- 
islation. We believe that after you 
have heard both sides you will be dis- 
posed to expedite the project we are 
urging upon you, and that even at the 
present short session you will be glad 
to frame a bill that we can use during 
the recess as a slogan in the campaign 
we shall set on foot looking to the en- 
actment of a sound law early in the 
new Congress.” 


Will Work for Hearings 


In explaining to the delegation the 
situation now existing in the House 
Committee, Mr. Merritt stated that the 
committee had hesitated to take up the 
price protection bills in the belief that 
their champions and their opponents 
would desire to consume two or three 
weeks in hearings, an amount of time 
which could not be allotted to any one 
subject, in view of the heavy calendar 
and the shortness of the session. Mr. 
Merritt was assured that if the com- 
mittee would grant four days the advo- 
cates of the legislation would cheer- 
fully divide this time with those op- 
posed to it. 

Mr. Merritt replied that he would 
use his very best efforts to obtain the 
desired hearings and assured the dele- 
gation that he strongly favored the 
proposed legislation. He also suggested 
that it might be well for the leaders 
of the movement to enlist the active 
cooperation of Secretary Hoover, who 
is known to favor a price protection 
law and who has great influence in 
Congress with regard to all matters 
affecting the business interests of the 
country. 


Chamber Urged to Act 


During the recent Distribution Con- 
ference called by the National Cham- 


ber of Commerce the attention of offi- 
cials of the Chamber was drawn to tne 
desire of manufacturers and merchants 
in all lines that the Chamber shall lose 
no further time in carrying out the 
mandate of its price protection referen- 
dum which by a vote of three and one- 
half to one directed the executives of 
the Chamber to take all possible steps 
to secure the early enactment of a well 
balanced price protection law. Atten- 
tion was drawn to the extraordinary 
fact that, although this referendum 
was launched by the Chamber and re- 
sulted in one of the most overwhelming 
affirmative votes on record urging 
prompt and vigorous action, the offi- 
cials of the Chamber have taken no 
steps whatever in the execution of the 
mandate. 

During the conference a committee 
was appointed headed by Mr. Joseph E. 
Davies, former chairman of the Fed- 
eral Trade Commission, and now coun- 
sel for the American Fair Trade 
League, which will give consideration 
to a number of distribution problems 
including the subject of price protec- 
tion. It is believed that the appoint- 
ment of this committee will at least 
serve to develop the exact situation in 
the Chamber with respect to the price 
protection campaign now on foot, and 
may serve to smoke out the little hand- 
ful of department store owners who 
appear to have prevented the execution 
of the mandate of the referendum re- 
ferred to. 


Spot Light on Trade Commission 


The Federal Trade Commission has 
been dragged into the Congressional 
limelight during the past week, and 
it now seems possible that as a re- 
sult of much needed legislation the 
methods of the commission may re- 
formed in highly important particu- 
lars. If the pending measures are en- 
acted into law business men will cer- 
tainly have far less cause for complaint 
of the commission’s activity in the fu- 
ture than has been the case in the past. 

I have frequently called attention to 
the growth of sentiment in the commis- 
sion itself in favor of giving a square 
deal to individuals and corporations 
against whom complaints are pre- 
ferred, usually by competitors who are 
actuated by a spirit of aggressive riv- 
alry. Under the existing system these 
complaints are usually taken up by the 
commission and after a most superfi- 
cial examination are formulated as in- 
dictments sponsored by the commission, 
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and given to the press for publication 
throughout the length and breadth of 
the land. 

It is easy to see that untold damage 
may result to perfectly innocent per- 
sons by this practice, for even if the 
ultimate finding of the commission ex- 
conerates the respondents from all sus- 
picion of wrong-doing the wide public- 
ity of the original complaint has al- 
ready worked injury that no _ subse- 
quent finding of the commission can 
remedy. 


Commissioners Favor Reforms 


Commissioners Van Fleet and Gas- 
kill have for some time been convinced 
that the procedure of the commission 
should be modified so as to permit an 
informal hearing of parties who are 
assailed in complaints before there is 
any publicity regarding the charges. 
If this plan were followed it is believed 
that a very large percentage of the 
cases which now form the basis of for- 
mal published complaints would be dis- 
missed as the result of the proposed 
preliminary hearing. 

To effectuate this reform bills have 
been introduced in the Senate by Sen- 
ator Wadsworth ot New York, and in 
the House by Representative Williams 
of Michigan, which have been carefully 
drafted by attorneys practicing before 
the commission. These measures have 
been referred to the Senate Committee 
on Interstate Commerce and to the 
House Committee on Interstate and 
Foreign Commerce. 

Under the Williams bill the commis- 
sion upon receipt of a complaint that a 
firm employed a method of unfair com- 


Display Stand for Osborn 
Brushes  _ 


The Osborn Display Stand, made by 
the Osborn Mfg. Co., Inc., Cleveland, 
Ohio, is designed for bringing this com- 
pany’s line of brushes effectively to the 
attention of retailers. The stand is 
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sturdy and well made, and its striking 
and attractive appearance will imme- 
diately catch the eye of prospective 
buyers and invite close inspection of 
the merchandise it displays. 

As may be seen from the accompany- 
ing illustration, the stand not only af- 
fords an opportunity for close inspec- 
tion of merchandise, but enables house- 
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petition is required to advise the firm 
and afford it an opportunity for an in- 
formal hearing. If this hearing de- 
velops the fact that the commission 
has no jurisdiction, or that the charges 
are unfounded, or that the respondent is 
willing to discontinue the objectionable 
methods, the proceeding would be 
brought to a close, although the com- 
mission would have the right to reopen 
the case at any time for good cause. 


Rights of Respondents Protected 


When formal complaints are issued 
the Williams bill provides that the no- 
tice of hearing shall contain a plain, 
concise statement of the questions pre- 
sented. The respondent is given the 
right to submit a written motion for 
dismissal and to have this motion 

passed upon before the taking of testi- 
mony begins. 

The provision of the Williams bill re- 
lating to court reviews stipulates that 
whenever an order of the commission 
is brought before the courts for en- 
forcement or dismissal the commission’s 
findings shall be conclusive to the ex- 
tent that they are supported by a fair 
preponderance of the evidence or, if no 
evidence has been taken, by the ad- 
mitted or stipulated facts reasonably 
construed. This arrangement will leave 
the courts full jurisdiction over all 
questions of law involved in cases pre- 
sented on appeal. 

Representative Williams, the author 
of this important measure, expresses 
confidence that its enactment would not 
only effect much needed reforms, espe- 
cially in the way of protecting innocent 
persons against attacks by business 
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rivals, but would greatly decrease the 
volume of the commission’s work and 
the expense to the taxpayers of main- 
taining its organization. He believes 
that formal hearings involving the em- 
ployment of counsel, stenographers, 
etc., would be obviated in at least 50 
ver cent of the current cases. 

Limiting Commission’s Activities 

An important provision has _ been 
written into the budget bill carrying 
the appropriation for the support of 
the Federal Trade Commission. It pro- 
vides that none of the funds appropri- 
ated shall be expended by the commis- 
sion in the conduct of investigations re- 
quested by a single house of Congress. 

At present a large amount of the 
commission’s time is occupied in con- 
ducting bootless investigations usually 
ordered either by the Senate or House 
acting independently upon the motion 
of a single Senator or Representative. 
The launching of these inquiries has 
become a favorite device of publicity- 
seeking members of Congress who are 
thus able to impress their constituents 
with their vigilance in pursuing alleged 
abuses and bringing about desired re- 
forms. 

The provision just adopted in the 
budget bill will require the concurrent 
action of both houses before an investi- 
gation by the commission can be or- 
dered, except in cases involving viola- 
tions of the antitrust laws. This will 
cut off the great majority of the inves- 
tigations currently ordered by Con- 
gress and will leave the commission 
free to expedite its regular work which 
has always been heavily in arrears. 





wives to handle the various brushes, an 
important factor in making a sale. 
The stand is designed to display at- 





tractively the twelve most popular. 


household brushes and should prove an 
effective means of increasing brush 
sales. 


-_—---——— 


New Shock Absorbers 
for Fords 


Stop-A-Shok, recently placed on the 
market by the Automotive Hardware 
Corp., 36 West 44th Street, New York 
City, is the name of a set of four shock 
absorbers for Ford automobiles, de- 
signed to retail at a popular price. 

The shock absorbers are of the snub- 
bing type, built on a scientific principle. 
They effectively absorb shock and 


spring recoil, and are claimed to pro- | 
duce a smoothness of riding heretofore | 








only expected from the highest priced 
cars. The absorbers are positive in 
action and long in life. The absorbers 
are sturdy in construction, and have a 
scientifically designed drum and hous- 
ing that produces instantaneous and 
direct snubbing action. 

A valuable feature of the absorbers 
is the fact that they may be attached 





in less than an hour by a person with- 
out mechanical experience and without 
the necessity of drilling holes. Other 
features claimed for the absorbers are 
as follows: Positive rebound check and 
shock absorber. Fool proof, trouble 
proof. Simplicity of application and 
long life. Vibration reduced to vanish- 
ing point. Four additional points of 
suspension; result, side sway practi- 
cally eliminated and added safety se- 
cured. One price, one model for all 
Ford cars. Unexcelled riding comfort. 
Ornamental, all parts furnished in 
black enamel, velvet finish. 
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E.. C. Atkins Sales Force Meet 


International Sales Organization Convened in 
Indianapolis, Dec. 29—Jan. 3 


The Internatinal Sales organization 
of E. C. Atkins & Company, Indian- 
apolis, Ind., met at the factory, Dec. 
29 to Jan. 3 for the first annual gener- 
al sales conference. 


Managers and salesmen from all 
branches of the organization, and other 
special representatives from foreign 
countries, were present for the week’s 
program of instructional discussion of 
saw manufacture and selling. 


All products from the three factories 
of E. C. Atkins & Company at Indian- 
apolis, Lancaster, New York, and 
Hamilton, Ont., were covered thorough- 
ly in the papers, discussions and dem- 
onstrations on the program for the 
sales organization. 

This general sales conference is the 
outgrowth of the long-established an- 
nual meeting of domestic sales repre- 
sentatives. It marks the beginning of 
annual meetings of the complete sales 
organization in a program of sales and 
distribution development. Ten branches 
of E. C. Atkins & Company in the 
United States, two branches in Canada 
and the sales organization 
Britain, France, Australasia, Japan, 
Philippines, China, India, Russia, Mex- 
ico, the West Indies, Central America, 
South America and South Africa were 
represented in the week’s program. 

The general sales conference opened 
on Monday, Dec. 29, the day being de- 


voted to the registration of all visiting | ki 





in Great | 


members of the organization, and in- | 
formal meetings to establish a general | 


acquaintanceship. Tuesday 


Dec. 30, 


morning, | 
a specially arranged tour of | 


the Indianapolis factories was started | 
and the entire day was devoted to visit- | 
ing every department, with a thorough | 


explanation of all production. 


Formal papers and addresses of the 
convention program began cn Wednes- 
day morning. More than a score of 
addresses covering production and. 
sales subjects were features of the pro- | 
gram, and more than seventy-five sub- | 
jects were included in the special and | 
general discussion of products. Prin- | 
cipal addresses to the convention were 


by H. C. Atkins, president; W. A. At- 
kins, general superintendent; N. A. 
Gladding, first vice-president in charge 
of sales on subjects of general organi- 
zation and convention work, and ad- 
dresses by members of the organization 
on products and selling. “Wide Band 
Saws” were discussed by Don R. 
Forsythe and J. E. Whitten; “Cross 
Cut Saws, Tool and Handles” by K. W. 
Atkins; “Machine Knives and Paper 
Cutting Knives” by R. J. Cant; “At- 
kins-Coleman Feed Rolls” by H. B. 
Conklin; “Metal Cutting Line” by E. 
C. Atkins; “Atkins Specialties” by A. 
T. Potter, director of purchases; “At- 
kins Grinding Wheels” by Frank H. 
Whelden; “Cantol Belt Wax” by R. F. 
Briner; “Hardware Line” by S. L. 
Webster. 

N. A. Gladding, first vice-presi- 
dent in charge of sales, was general 
chairman of the convention, with Guy 
Dunnington, chairman of the _ sales 
committee; R. F. Briner, chairman of 
committee on arrangements; T. A. Car- 
roll, chairman committee on program; 
A. T. Potter, and H. D. Row, chair- 
man committee on factory; Ed Nor- 
vell, chairman committee on _  ap- 
pointments; 
of committee on accommodations; E. 
C. Atkins, chairman of committee on 
information; Lloyd Beckwith, chair- 
man of committee on cash; C. Fred 
Klee, sergeant-at-arms; Henry C. At- 
ins, assistant sergeant- at-arms, and 
K. W. Atkins, S. L. Webster and T. A. 


Carroll, committee on entertainment. 





Zahrt Now Sales Director 
Wayne Tank and Pump Co. 


W. G. Zahrt has been appointed di- 
rector of sales of the Wayne Tank & 
Pump Co., Fort Wayne, Ind. He was 
formerly sales manager of the pump 
and tank division and will now super- 
vise all divisions of the company. Mr. 
Zahrt’s former position will now be 
filled by F. O. Sallee, formerly manager 
of oil sales. 
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Carpenter-Morton Club 


| 


(17 at Young’s Hotel, Boston. 
| Parsons 

| treasurer. 
by a dinner, with Warren F. Hoye, re- 


Elects Fierman President 


William E. Fierman was _ elected 
'president of the Carpenter-Morton 
‘Club at the annual meeting held Jan. 
George 
was elected secretary and 
The meeting was preceded 


tiring president, presiding. 





S. L. Webster, chairman | 
‘of C. A. Bruhns, Arthur Shimmel, 





oe ae ee 


This meeting marked the twentieth 
anniversary of the organization, which 
is for employees of the Carpenter- 
Morton Co., Everett, Mass., manufac- 
turers of paints, varnishes, enamels 
and paint specialities. 

Addresses were made by George C. 
Morton, president, and A. I. McLaugh- 
lin, vice-president of the Carpenter- 
Morton Co.; Peter J. Stapleton, Thomas 
J. Moloney and C. Samuel Haskell. 





Patterson Elected President 
Manhattan-Bronx Assn. 


William Patterson was elected presi- 
dent of the Hardware and Supply Deal- 
ers’ Association of Manhattan and 
Bronx Boroughs, Inc., at the regular 
monthly meeting held at New York 
Town Hall, Jan. 20. Other officers 
elected were: Edward Ferguson, vice- 
president; Joseph Ringler, reelected 


treasurer, and C. H. Tilson, reelected 
secretary. 
The board of directors will consist 


Gus 
Erlich, J. Matthias Kohlmeier, Fred 
Beck and Bernard Wankel. 

The incoming president promised to 
do his utmost to build up the member- 
ship of the organization. Dealers in- 
terested in membership should com- 
municate with Secretary Tilson, Thom- 
as Hindley & Son, 819 Sixth Avenue, 
New York City. 


Ken-Wel 1925 Catalog 
Issued in Attractive Form 


The Ken-Wel Sporting Goods Co., 
Inc., Gloversville, N. Y., has issued its 
1925 illustrated catalog and baseball! 
and basketball equipment. The com- 
pany’s complete line is described and 
illustrated, and the book has an attrac- 
tive colored front cover. 
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OF THE TRADE 





Oneida Community Buys 


Van Bergh Silver Plate Co. 


The Oneida Community, Ltd., Oneida, 
N. Y., has purchased the Van Bergh 
Silver Plate Co., Rochester, N. Y., man- 
ufacturer of hollow ware. For the time 
being the Rochester plant will continue 
to operate, but will, it is said, eventu- 
ally be transferred to Sherrill, where 
the equipment will be housed in build- 
ings formerly occupied by the game 
trap division of the Oneida Community, 
Ltd. The game trap business, as was 
announced recently, has been sold to 
the Animal Trap Co. of America, 
Letitiz, Pa. 

The Van Bergh Silver Plate Co. has 
been making hollow ware for 30 years 
at Rochester. 


Southern Jobbers Confer with 
Manufacturers in N. Y. 


During the past week the board of 
governors of the Southern Hardware 
Jobbers Association and the American 
Hardware Manufacturers Association 
met in New York City to discuss plans 
for their coming joint convention to 


be held at Dallas, Tex., April 21, 22, 23 | 


and 24, 1925. 


Hodsdon Elected President 
Chandler & Farquhar 
Associates 


Ek. G. Hodsdon was elected president 
of the Chandler & Farquhar Associ- 
ates at the annual business meeting 
held Jan. 14 at the Boston Chamber of 
Commerce Building. Other officers 
elected were: Rogers W. Bell, vice- 
president; Robert M. Jones, treasurer; 
Isabel J. Colvin, recording secretary, 
and Fred H. Jones, financial secretary. 
Frank L. Gibby and Irvin L. Redfield 
were elected members of the executive 
committee. 

After the business meeting members 
and guests enjoyed a chicken dinner 
and were enjfertained by professional 
and home talent’ performers. Music 
was furnished by the Carnation Four 
Orchestra of Needham, Mass. 

F. Alexander Chandler acted as 
toastmaster during the dinner. 
meeting was presided over by E. S. 
Kneeland, retiring president. 





Bender Mfg. Co. Will 
Organize Jobbing Dept. 


The Bender Mfg. Co., Racine, Wis., 
manufacturers of stove polish, metal 
polish, cleaning compounds, and me- 
chanics’ hand soap, has recently or- 
ganized a wholesale distribution de- 
partment, where a very complete line 
of hardware will be carried for Wis- 
consin retail dealers. 


| 
| 





Goding to Be Manager 


L. 
manager of the newly organized fan 
sales department of the Wagner Elec- 
'tric Corporation, 6400 Plymouth Ave- 
nue, St. Louis, Mo. Mr. Godrig was in 
the past connected in a merchandising 
capacity with the Century Electric Co., 











I. Elkas 


Peerless Electric Co., Fairbanks, Morse 
& Co. and with the Jenney Electric 
Motor division of the Arvac Mfg. Co. 
I. Elkas has been appointed special 
representative of the fan sales depart- 


i 











L. L. Godrig 


The | 


|'ment. He was formerly district sales 
'manager of the Roberts & Myers Co. at 
Chicago and St. Louis. Previous to that 
he was manager of the Sprague Elec- 
tric Works division of the General 
Electric Co., St. Louis, Mo. 





Appoints N. Y. Agents 


The Master Lock Co., Milwaukee, 
Wis., will be represented in New York 
by the Oldham-Rust Co., 57 Murray 
Street, New York City, who will han- 
dle the Master line of laminated locks. 





Wagner Fan Sales Dept. | 


L. Godrig has been appointed | 


‘March Banquet Planned 
by Hardware Credit Men 


The Hardware and House Furnish- 
ing Credit Men’s Association of New 
York will hold its third annual banquet 
the early part of March, it was an- 
nounced at a meeting held at the Hotel 
Pennsylvania, Jan. 22, 1925. The or- 
ganization plans an intensive drive for 
membership, believing that the organi- 
zation is an important factor in keeping 
the Hardware and House Furnishing 
Credit Association in good order. Five 
new members were accepted at its last 
meeting. 

Eligible credit men interested in 
joining or learning more of the associ- 
ation should communicate with Chair- 
man F. W. McDowell, Central Stamp- 
ing Co., 206 Broadway, New York City. 














Arthur Manser, Summit, N. J., 
whose election to the presi- 
dency of the North Jersey 
Hardware and Supply Associ- 
ation was announced in last 
week’s issue of HARDWARE AGE 


Hegner Elected President 
Pittsburgh Association 


Officers of the Pittsburgh Retail 
Hardware Dealers Association for this 
year are Frank A. Hegner, Hegner 
Hardware Co., Sewickley, Pa., presi- 
dent; A. Reed Orr, Orr Hardware Co., 
Homestead, Pa., first vice-president; 
James M. Scott, Carnegie, Pa., second 
vice-president; James G. B. Carmi- 
chael, Carnegie, Pa., third vice-presi- 
dent; Harry P. Beighley, Beighley 
Hardware & Tool Co., Pittsburgh, 
fourth vice-president; Theodore Back- 
oefer, Oakland Hardware Co., Pitts- 
burgh, treasurer, and Charles W. Scar- 
borough, Scarborough & Klauss Co., 
Pittsburgh, secretary. At the regular 
monthly meeting of the association held 
at the General Forbes Hotel, Pitts- 
burgh, Friday evening, Jan. 19, J. 
Howard Gleason, of the Internal Rev- 
'enue office, Pittsburgh, explained 
| changes in the income tax laws. 
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General Marliet News 








Spring Goods Orders Heavy 
Hardware Inventories Completed 
Collections Improved 


With inventories practically completed, the hardware 
trade generally is showing renewed interest in spring 


merchandise. 


Advance orders for this class of goods are 


far heavier and more numerous than has ever been 


reported for the first month of the year. 


It is further 


stated that the individual order for spring lines is fairly 
large, calling for a good assortment. 
Hardware prices are advancing. Revised lists are com- 


ing from manufacturers. 


Some of the advances are being 


absorbed temporarily by jobbing houses, but the average 
advance is being announced promptly. 
The collection situation has improved in the last ten 


days. 


During inventory period collections were a little 


difficult, but this condition is said to have been corrected. 





Twin Cities Interest Centered 
on Spring Goods Delivery 


The greatest interest at the present 
time centers around spring shipments 
of merchandise. Steady improvement 
in business conditions is being looked 
for during the coming season, due to 





the greatly improved financial condi- | 


tions in almost all parts of this terri- 
tory. Collections are beginning to im- 
prove, after the usual holiday lull, and 
everything points to a much better year 
for business than has been experienced 
during the last four or five years. It 
is said that the acreage of wheat and 
flax will be greatly increased in this 
section of the country, which will mean, 
with another good crop, still better 
financial conditions. 





Pittsburgh Jobbers Receiving 
Advance Spring Orders 


Hardware business still is on a ris- 
ing scale in the Pittsburgh district. 
There is not only a good volume of cur- 
rent fill-in business, but in a number 
of directions jobbers are now beginning 
to get advance orders for spring lines. 
Price changes still are generally up- 
ward. As indicated in these columns 


——— + 





recently, there has been an advance of | 


10 per cent in ready mixed paints. All 
products into which lead enters have 
further advanced. Sash weights have 
gone up $3 a ton. Slight advance is 
noted in a new list on Flexible Flyer 
sleds. Prices of stove boards have ad- 
vanced 2% per cent. The report per- 
sists that higher prices for wire prod- 
ucts is immediately ahead and the ex- 
pectation is that the advance will be 
$3 per ton. Flint paper and emery 
cloth are 5 per cent higher in a new 
price list just issued by leading manu- 





facturers. With prices generally firm, 
or advancing, and no signs of a trend 
in the other direction, it is, perhaps, not 
surprising that buying is being done 
with more than the usual confidence of 
other recent years at this period. The 
report about collections still is that 
they are just fair. 





Business Very Steady 
in Cincinnati Market 


Business is going ahead at a steady 
pace. There has been considerable 
future buying of the more staple 
articles of merchandise, and with pros- 
pects of an advancing market, less 
sales resistance is noted among’ deal- 
ers. All lines are showing improve- 
ment. There have been several price 
advances made during the past two 
weeks. Perhaps the most encouraging 
feature of the market is the apparent 
ability and willingness of the farmers 
of the country to enter the market for 
their needs. Business from the agri- 
cultural communities has been excep- 
tionally good since the first of the year, 
and bids fair to be a big factor in 
sales this year. 





Heavy Spring Trade 
Continues in New York 


New York jobbers have advanced 
prices on steel wool, Buck and BB shot, 
B & A sand paper, and have put into 
effect a higher price on screen doors 
and screens, this taking effect Jan. 24. 
Heavy spring trade continues to be 
the outstanding feature in the metro- 
politan market. The collection situa- 
tion appears satisfactory. Several new 
retail stores were announced last week 
as having placed initial stock orders 


with New York jobbers. 


———————— — 





| 


hardware market. 


Chicago Prices Advancing 


Prices are advancing in the Chicago 
Business generally 


_is steady and in satisfactory volume. 
_ Turpentine advanced 5c. per gal., and 
_ white lead in oil advanced 50c. per 100 
|b. 





Sledges and Wedges Ad- 
vanced 10 Per Cent by 
Factories 


An advance of 10 per cent on sledges 
and wedges has been announced by 
manufacturers. This advance becomes 
effective Jan. 27. It is thought that 
picks and mattocks will follow with a 
similar advance. 


_——---——- - 


Full 1925 Sled Prices 
Show 25 Cent Reduction 


At press time New York jobbers re- 


_ port that 1925 fall prices on S. L. Allen 
| sleds show a uniform reduction of 25 








cents on each sled. This notice was 
dated Saturday, Jan. 24, and affects 
only sleds ordered fer fall delivery. 





Business Trend Forward 
Says Dun’s Review 


With present strong basic conditions 
maintained the general business out- 
look continues very favorable, says 
Dun’s Review. Improvement in mer- 
cantile collections is one phase which is 
said to have strengthened the whole- 
sale markets in various lines. 





New Price List Issued on 
Handled Hammers and 


Edge Tools 


Marion Tool Works, Inc., Marion, 
Ind., issued on Dec. 1, 1924, a new price 
list known as No. 17 on handled ham- 
mers and edge tools. This list applies 
to items shown in the company’s cata- 
log No. 14. 





California Retail Council 
Formed in San Francisco 


Under the auspices of the San Fran- 
cisco Retail Merchants’ Association the 
first meeting of the California Retail 
Council was held Jan. 9, at the Mer- 
chants’ Exchange Building, California 
Street, San Francisco. Marshal Hale, 
department store man, was elected 
president of the new body, which has 
for its object the discussion of all 
legislative questions affecting retail- 
ers. 
The Council passed resolutions favor- 
ing business administration courses in 
the State universities and _ public 
schools. 
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Marked Improvement in General Demand 


on Pacitic Coast Since First of Year 


(San Francisco Office of HARDWARE AGE) 
Jan, 21 (By Air Mail) 

ALES in the Pacific Coast wholesale hardware market 
have materially increased since the turn of the 
Retailers are ordering in better volume and 
One of the large Pa- 
cific Coast hardware houses has been taking an average 
of 1500 to 1900 orders a day during the past two weeks, 
and this same firm has been shipping out an average of 
125 tons of hardware merchandise daily. 
orders referred to above have been fairly large in volume 
and practically all of them call for an assortment of stock, 
although staple lines and “futures” lead. 


S year. 


“futures” have been very active. 


AXES.—Demands are fair, prices firm 
and jobbers’ stocks moderate. 


Jobbers’ quotations, f.o.b. San 
Francisco: First grade, single bitted, 
handled axes, $21 to $25.75 per doz.; 
same, unhandled, $18.25 per doz.; first 
grade, double bitted, handle 1.50 
, med doz.; same, unhandled, $23.50 coe 

oz. 


BATTERIES.—Jobbers’ stocks are in 
fair condition, demands are better, and 
prices very firm. 


Jobbers’ quotations f.o.b. San 
Francisco: Columbia No. 6, case lots, 
$34.90 per 100; less than case lots, 
or Bi to “73 90 per ~~? om Shot, No. 

1, $1.97 each; , $2.80 each; 
No. 1562, 95°36 each 


BOLTS AND RIVETS.—Since the 
price advance of 10 per cent reported 
a week ago interest in both bolts and 
rivets has_ strengthened. Jobbers’ 
stocks are fairly well balanced and 
prices continue very firm. 


Jobbers’ quotations (f.o.b. San 
Francisco: Machine bolts, large, cut 


threads, 40 per cent; same, broken 
packages, per cent. Machine 
bolts, small rolled threads, 40 per 


cent; broken packages, 30 per cent. 
Carriage bolts, large, cut threads, 30 
per cent; broken packages, 15 per 
cent. Carriage bolts, small, cut 
threads, 33% per cent; broken pack- 
ages, 20 per cent. Stove bolts, all 
sizes, 70-10 per cent. Small rivets, 
— 60 per cent; copper, 40-5 per 
cen 


ELECTRIC APPLIANCES.—Hot Point 
electric irons were reduced in price 
sharply by local jobbers during the past 
week. The discount remains unchanged. 
Universal irons have also been reduced 
12% per cent. The list price of the 
6 lb. iron was reduced 75c., making the 
present list $6. The 3 lb. iron was re- 
duced from $5.25 to $4.75, the 5 Ib. iron 
from $6 to $5, and other weights were 
reduced proportionately. 


Jobbers’ quotations _f.o.b. San 
Francisco: Universal toasters, per- 
colators, urn sects, irons, etc., 25-10 
per cent. Hot Point, same, 30 per 
cent. 

HANDLES. — Interest is increasing, 


prices are firm and stocks in jobbers’ 
warehouses fair. 


Jobbers’ quotations, f.o.b. San 
Francisco: Axe handles, No. 1, hick- 
ory, $7.50 per doz.; No. 2, $6.25 per 





12% per cent. 


Most of the 


generally. 


Hammer handles, 14 in., $1.60 
to $1.85 per doz. Hatchet handles, 
same. Hay fork handles, 5 ft., $5.75 
to $6 per doz.; Manure fork handles, 
4% ft., $6.25 to $6.75 per doz.; Gar- 
den hoe handles, 4% ft., $4 to $4.75 
per doz.; garden rake handles, 5% ft., 
$5.25 to $6.75 per doz. Long shovel 
handles, $5 to $6.75 per doz. 


LINSEED OIL.—The current demand 
is moderate. Prices are firm and 
stocks apparently ample for local re- 


doz. 


quirements. 
Jobbers’ quotations to. retailers, 
f.o.b. San Francisco: Raw linseed 


oil, $1.24 per gal. Boiled linseed oil, 


$1.26 per gal. 


NAILS AND WIRE.—No price changes 
have been made in any of the items 
listed under this heading, but jobbers 
here expect advancing price tendencies 
in the near future. Stocks are fair. 


Jobbers’ quotations, f.o.b. San 
Francisco: Wire nails, $4 base, per 
keg; cut nails, $5.35 base, per keg; 
cement coated nails, $3.25 base, per 
roofing nails, $12.90 base, and 
keg. No. 9 greta ol wire, $4.30 
100 Ib.; same annealed, $4.25 per 700 
lb. ; miscellaneous nails and brads, 7 
per cent; barbed wire, $4.70 per 100 
lb.; cattle wire, $4.80 per 100 Ib.; 
hog wire, $4.10 per 100 Ib 


ROPE.—The demand is somewhat bet- 
ter. Prices are steady and reported 
as guaranteed to the end of February. 
Jobbers’ stocks are in fair condition. 


Jobbers’ quotations, f.o.b. San 
Francisco: No. 1, vs standard 
brands, 23c., base, per No. 2 
Manila, standard brands, 23c. base, 
per lb.; hardware grade, 21c., base, 
per lb.; No. 1 sisal, standard brands, 
23c. base, per lb.; No. 2 sisal, 16c. 


RUBBER HOSE.—Shipments to re- 
tailers are being made by jobbers, and 
many orders have been received by 
local firms during the past two weeks. 
Stocks are in good condition. 


Jobbers’ quotations, f.o.b. 
rg No. 1, 15%c. per ft.; 

14%c. per ft.; No. 3, 11%4c. per ft.; 
Hy in., smooth’ rubber hose ranges 
from 9c. to 10\c. per ft. 


SCREWS.—Demands are better, stocks 
are fair and prices show upward ten- 
dencies. 


Jobbers’ quotations, f.o.b. San 
Francisco: Machine screws, flat head, 
steel, No. 2 and 3, 50 per cent; Nos. 4 
to 24, 60-10 per cent. Machine screws, 
round head, steel, No. 2 and 3, 








| 
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Price changes made effective during the past week in- 
clude a 10 per cent advance in prepared paint. 
Jan. 23, prices on general builders’ hardware were also 
advanced 10 per cent. 
Axe prices are holding firm, and certain 
of the jobbers report a trend toward higher levels. 

Hot point electric irons took a sharp decline in price 
during the week. The list price on the standard 6-lb. 
iron was reduced 75c., and is now being quoted at $6. 
The discount, however, remains the same—30 per cent. 

Further price advances are considered likely in stove 
pipe, wire cloth and poultry netting, and in steel goods 


Effective 


Universal irons have been reduced 


per cent; Nos. 4 to 24, 60-10 per cent. 
Machine screws, both flat and round 
head, brass, Nos. 2 and 3, 45 per cent; 
Nos. 4 td 24, 55 per cent. 

Wood screws, flat head, steel, 75 
per cent; round head steel, 2% per 
cent; flat head, brass, 67% per cent; 
round head, brass, 65 per cent; round 
head blued, 72% per cent; round head, 
nickel plated, 57% per cent; galva- 
nized iron, 35 per cent. 


STEEL SHEETS.—Further price ad- 
vances are considered likely by local 
jobbers. Stocks are not large, and the 
demand is increasing. 


Jobbers’ quotations, f.o.b. San 
Francisco: 16, blue annealed 
sheets, $4.40 n. 100 lb. ; — 26, black 
sheets, $5.15 per 100 Ib.; Oo. 26, gal- 
vanized sheets, $5.95 per 108 lb. Soft 
steel bars are $3.15 base. 


WIRE GOODS.—Prices are unchanged. 
A very satisfactory volume of business 
is being placed for future delivery. 


quote from jobbers’ stocks, 
f.o.b. Chinen: No. 8 black annealed 
wire, $3.15 per 100 lb.; No. 9, galvan- 
ized plain wire, $3.60 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.95 per 100 lb.; 80-rod 
spool,«galvanized hog wire, $3.43 per 
spool. Polished fence staples, $3.70 
per 100 Ib.; 12-mesh, black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh, gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth $6.25 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount, gal- 
vanized after poultry netting, 50-5 
per cent discount. 


WHEELBARROWS.—Orders are com- 
in better volume as the spring ap- 


proaches. Prices are firm and un- 
changed. 
We quote from jobbers’ _ stocks, 


f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WRENCHES.—Sales are very satisfac- 
tory. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount; Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount: Still- 
son, 70 per cent discount. Trimo, 
65-10 per cent discount. 

Snap-on Wrenches—Radio and elec- 
trical set. $4: No. 101 Master Service 
set, $15.25; No. 202 Heavy Duty set, 
$8.80; No. 303 Ford Master Service 
set, $14.85: No. 404 Universal Socket 
set, $8.75: No. 505-B Screw Driver 
set, $3.40: No. 900 Square Socket set. 
$3.70. All Snap-on Wrenches less 40 
per cent discount. 
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Business in Cincinnati Continues to improve 
—Consistent Demand for Staple Lines 


(Cincinnati office 


ual, improvement. 


eventually be put into effect. 


One feature of the market is the demand from the 
Dealers in agricultural communities 
report that the farmer is very willing to buy, and orders 
from this source have already been good. There is evi- 


country districts. 


ALUMINUM WARE.—Demand steady, 
prices unchanged, and stocks in good 
shape. 


AUTOMOBILE ACCESSORIES.—De- 
mand has been spasmodic, cold weather 
creating a demand for alcohol, radiator 
covers and Weed chains. Forward buy- 
ing has been rather light. The special 
assortment contract on A. C. spark 
plugs, extending from Jan. 2 to April 
30, is meeting much favor. It is ex- 
pected that there will be a considerable 
advance in tire prices March 1, and 
many dealers are laying in good stocks 
against such a possibility. 


We quote 
stocks: 

Alcohol.—Denatured, 64c. gallon. 

Weed Chains.—Lots of 1 to 9, 30 
= 10 to 49, 35 off; 50 and over, 40 
off. 


from Cincinnati jobbers’ 


Ford Radiator and Hood Covers.— 
1917 to 1923 models, $2.25 each; 1924 
models, $2.40 each; Chevrolet models, 
$3.75 each. 

Automobile Tires.—Beaver fabric 
tires, 30 x 3%, $6 each; Beaver cord, 
same size, $7.50; Badger cords, $9.50; 


Beaver grey inner tube, 30 x 3, 95c.; 
a grey inner tube, 30 x 3%, 

Spark Plugs.—A. C. spark plugs, 
o’c. each in lots of So: aA. C. ter 
Fords, 44c. each in lots of 10. Cham- 
pion X, 45c. each in lots of 10. Special 
assortment, A. C., 300 plug assort- 
ment, 220 A. C. Titan, 45c. each, and 
80 A. C. for Fords, 36c. each: 150 
plug assortment, 100 A. C. Titan at 
ate, or and 50 A. C. for Fords at 


38c. eac 
BOLTS AND NUTS.—Demand improv- 


ing steadily, stocks in good shape, and 
prices steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 60 
off; small, 60 and 5 off ; carriage bolts, 

60 off: small, 55 and 5 off : stove bolts, 
70 and 10 off: semi- finished nuts, 
fe-in. and smalle r, % o larger 
sizes, 65 o 

BU ILDERS’ HARDWARE. — Future 


orders coming through in good style, 
and much work being figured on for 
both immediate and future construction. 
Stocks are in fair shape and prices 
firm. 

COASTER WAGONS.—Spring orders 
in fair numbers. Stocks rather light 
and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Auto-Wheel coasters, rubber 
tired disc wheels, size 12 x 28, $5.50; 
14 x 32, $6.43; 14 x 34, $7.03; 16 x 38, 


$7.73 each. 


CLIPPERS AND SHEARING 





of HARDWARE AGE) 
] USINESS continues to show a steady, though grad- 
B With inventories now completed, 
dealers are filling in their stocks, and there is more 
reason now than before for coming into the market, as un- 
doubtedly the price trend is upward. There have, how- 
ever, been few changes made by jobbers in this district, 
although it is expected that some of those received will 
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dent, however, a determination on the part of the farmer 
to resist higher prices, and should the market develop an 
unwarranted runaway tendency, it is almost a certainty 
that the farming communities will be poor business pro- 
ducers for some time to come. 
jobbers, too much stress cannot be laid on the importance 
of stability in prices at this time, as the farmer is not in 
the mood, despite the higher prices he is getting for his 


According to dealers and 


crops, to pay it out in higher prices for other classes of 


necessities. 


CHINES.— Demand has been fair, 
stocks are adequate, and prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $14 list; one-man power shear- 
ing machine, $24 list; top plates No. 
90 No. 360, $1.50 each list; bottom 
plates No. 99 and No. 361, $2 list. 
Dealers’ discount, 33% per. cent. 
Stewart electric clipping machine, 
No. 85, pedestal type, $85 list; shear- 
ing machine, $100 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Steady buying has been the 
rule. Stocks in fair shape and prices 
strong. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
~— conductor pipe, $4.65 per 100 

3 in. corrugated conductor el- 
ae, $1.51 per doz. 


FILES.—Better conditions in industrial 
lines reflected in file sales. Prices 
steady and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off: 
Northwestern and Silver King, 65 off. 


GLASS.—Indications point to a better 
year for glass dealers than 1923. Or- 
ders have shown considerable improve- 
ment this month, and tendency is to put 
stocks in good shape. Prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A and B first 
three brackets, 87 per cent discount; 
Double strength A and B, 86 per 
cent discount. 


GALVANIZED WARE. — No price 
changes and demand pretty brisk. 
Stocks in good shape. 


We quote from Cincinnati jobbers’ 


stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., | 
$3 per doz.; 16-qt., $3.60 per doz.; 


galvanized tubs, No. 1, $6.80 per doz. 
GARDEN HOSE.— Spring business 
picking up considerably. Stocks fair 
and prices steady, with a prospect of 
further advances being made. 

We quote from Cincinnati jobbers’ 
stocks: Double braided, garden 
hose full length, %-in., S8%c. ft.; 

9%c. ft.;: %-in., lle. ft.; in 

. lengths, ™%-in., 10c. ft.; %-in., 

; %-in., 11%c. ft. 

GARDEN TOOLS.—Demand has been 
good for spring shipment. Prices are 
firm and stocks in good shape. 

We quote from Cincinnati jobbers’ 
stocks: 

Hoes.—6%-in. planter’s hoe, $7.40 
doz.; regular socket hoe, $8.85 doz. 

Rakes.—Cronks’ 14-tooth, $8.50 
doz.; cheaper, 14-tooth, $4.75 doz.; 





merchandise, especially when he remembers the experi- 
ences of the past few years when crop prices were low, 
without a corresponding reduction in the price of other 


14-tooth, $8.40 doz. 
Forks. —Cheape r, $9.60 
best, $15 


best steel, 
Spading 
ean: >; medium, $15.25 doz.; 


doz. 
Ha Forks.—Best grade, 


$13.50: second grade, 6-ft., $12. 25 an 
HANDLES (AGRICULTURAL).—De- 
mand good, prices steady, and stocks in 
fair shape. 


We quote from Cincinnati jobbers’ 
stocks; 5%-ft. hay fork, 20 doz.; 
6-ft., $4.20; 5%-ft. bent, $3.80; 6- ft. 
bent, $4.80; 1%4-cotton hoe, $2. 30 doz.; : 
1%, -planter’s hoe, $3 doz. 

HAMMERS.—Demand steady, stocks 
ample, and prices of some makes ad- 
vancing. 


We quote from Cincinnati jobbers’ 


stocks: Hatchets No. 2961, 1.20 
doz.; hammers, No, 81, $10.50 doz.; 
Boy Scout axes, $11.50 doz. 


ICE SKATES.—Colder weather, and 
opening of a new skating rink, has 
created a demand locally for ice skates. 
Stocks low, prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Boys’, plain, 84c. pair; nickel 
plated, $1.25 pair; ladies’ skates, 
plain, $1.15 pair. 


LAWN MOWERS.—Demand for spring 
shipment has been consistently good. 
Stocks are in fair shape, and prices 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks:. Common mower, 14-in., $5.15 
each; cheaper grade pall- bearing, 
$7.25 each; medium grade ball-bear- 
ing, $8.00 each: best grade ball-bear- 
ing, 14-in., $11.00; 16-in., $11.50. 


NAILS.—Demand has been good, both 
for immediate and spring delivery. 
Local jobbers have advanced prices 10c. 
per keg to correspond with the recent 
advance made by mills. Stocks are 


good. 

We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.25 per 
keg; cement coated nails, $2.65 per 

eg. 


PAINTS AND OILS.—Demand is im- 
proving steadily, stocks are in good 
shape, and turpentine and lead prices 
are going sharply upward, an advance 
of 10c. a gallon having beeen registered 
on turpentine and lc. per lb. on lead. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.60 to $2.90 per gal. Linseed oil, 
single barrels, $1.18 per gal.; turpen- 
tine, in 2-barre] lots, 92c. to 94c. per 
gal.; white and red lead, in 500-lIb. 
kegs, 16%c. per lb. less 10 per cent. 


RADIO SUPPLIES.—Buying has been 
active. Crystal sets have picked up 
considerably, as the large broadcast- 
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Sell VIKO for bakin ng 


Here’s a market of steadily increasing possibilities. 


Aluminum for baking. No other baking ware | 
that you could handle will give more all-round : 
satisfaction to the user than aluminum with its \ 
even-baking properties, ease of cleaning, and 
durable, rustless, seamless construction. 


But it must be good aluminum if you want 
your customers to get fullest service. It must of- 
fer maximum value. There must be a complete = eee §\ 
line to assist you to make every possible sale. | == 


Viko fills all these requirements. It is well made, 





of hard, thick aluminum. It is moderately Vp | i 
priced. And there are Viko ooning * utensils for EE ZZ | l 
i a 
Push well-known, nationally advertised Viko EEE 
for baking and you will build up a new source . ZA 
of business and enlarge the earning powers of ) Yo 
your aluminum department. \\ Y 2 Vy 
Ask Your Jobber | fi gz \ 

Aluminum Goods Manufacturing Company ‘at y 7 S \) “Be 

General Offices: Manitowoc, Wis., U. S. A. we \\ | ~ 


Makers of Everything in Aluminum | NW \ 77; Z 
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ing stations have been moved from the 
city, giving a larger radius for users 
of the crystal sets. There is a ten- 
dency toward lower prices, evident on 
the high grade tube sets, but otherwise 
prices are firm and unchanged. 

We quote from Cincinnati jobbers’ 
stocks: ‘3’ batteries, 22% volt, 
$1.30 each; 45 volt, $2. 44 each; B wet 
batteries, 24 volt, $4 each; Antennae 
wire, 42c. per 100 ft.; Battery charg- 
ers, Apco, $12.50 each; Foldbrae, 
$13.85 each: G. G. H. loud speakers, 


wid, $12.50 each: W20, $15 each; 
W50, $20 each, less 35 per cent. 


ROLLER SKATES.—Demand steady, 
stocks fair, prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Union Hardware_ Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 


ROOFING PAPER.—Demand good, 


prices steady, and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.05; 
medium, $1.30; heavy, $1. 55; Holdfast 
brand, light, $1.35; medium, $1.60; 


are” $1.85; slate surface roofing. 


ROPE.—Another advance of 1c. per lb. | 
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has been put into effect by local job- 
bers. Demand is steady and stocks in 
fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 23%c. 
lb.; sisal, 16c. 1 


SASH CORD.—Prices steady, demand 
fair, and stocks in good condition. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 80c. lb.; cheaper 
grades, 40c. Ib. 


SASH WEIGHTS.— Demand fairly 
good, stocks adequate, and prices firm. 
Cincinnati jobbers quote sash 

weights, $2.15 per 100 lb 
SCREWS.—No price changes as yet. 
Improvement noted in demand, and job- 
bers’ stocks in good condition. 


We quote from Cincinnati jobbers’ 
stocks: Flat head, bright, 80 and 
12% off; flat head, blued, 80 and 7% 
off: round head, blued 75, 10 and 10 
off; flat head, brass, 75 and 10 off; 
round head, brass, 75 and 5 off. 


STEEL SHEETS.—Demand improving, 


prices firm, and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
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3.90c.; 28-gage black sheets, 4.60c.; 
28-gage, galvanized sheets, 5.75c. 


WIRE CLOTH.—Spring orders coming 
through in good volume. Stocks are in 
good shape and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.85 per 100 sq. ft.: - galvanized, 
$2.25; opal, $2.45; bronze, $6.25. 


WHEELBARROWS.—Steady 


with prices showing strength. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each: concrete barrows, $5.90 each. 


WRENCHES. — Demand fair, prices 
firm and stocks in good condition. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and off ; 
Stillson and Trimo, 70 off; Snap- 
On Wrenches, No. 50 radio and elec- 
trical set, $4; No. 101, Master Ser- 
vice Bet, ‘$15. 95: No. 202, heavy duty 
set, $8.80 303, Ford master ser- 
vice set, B14. xt No. 404, flexible 
socket set, $8.7 No. 505B, screw 
driver blades, $3. 40; No. 900 set, 
square socket, $3.70. All Snap-On 
wrenches less 40 per cent, f.o.b. 
Pittsburgh. 


demand, 





Letters on the ‘‘Glorified Peddler’’ 


(Continued from page 33) 





continually that direct selling (or peddling) is the 
modern and efficient method of distribution, that I 
fear some of our retail dealers may begin to believe 
them, but listen dealers: The retailer and peddler 
fighting against each other, as they are now, with 
each getting part of the trade and trying to put the 
other out of business, doesn’t make for economical 
distribution, therefore we’ll all agree that one or the 
other should be eliminated. But here is where we dis- 
agree; the retailer wants to stop the peddler, and the 
peddler in his turn would like to put the retailer out 
of business. Now then, let me ask just two questions, 
and the answers to them should prove conclusively 
which method of distribution is best. No. 1. Can 
every single thing the consumer wants be distributed 
through peddlers? The answer to this, of course, is 
“no.” No. 2. Can every single thing the consumer 
wants be distributed through retailers? The answer 
to this is that it can be, has been and showd be. This 
shows that the retailer can operate successfully and 
economically alone, but the peddler cannot. 

As for getting the goods to the public cheaper 
through direct selling, it’s all rot. There’s usually a 
greater percentage goes:as commission to the spe- 
cialty salesman than the combined margins of both 
jobber and retailer amount to. And what about this: 
I’ve read many times in the last few months, an ad- 
vertisement of a certain manufacturer offering his 
agents a line selling at $1.50, with $1.44 profit to the 


agent on every item sold. Mr. Dealer, how many items 
in your line do you buy for 6c. and sell for $1.50—a 
selling price of twenty-five times the cost? It simply 
isn’t done in a well regulated retail store, but the 
specialty salesman can get by with it, and make his 
customers believe they’re getting a wonderful bar- 
gain. 

We've got two things, among others, to do, it seems 
to me. They are to educate the consumer and to edu- 
cate the manufacturer. We can’t accomplish much 
just by making laws preventing peddlers from enter- 
ing our towns. That merely antagonizes our custom- 
ers, and makes them more determined than ever not 
to buy from us, and we must remember that keeping 
the peddler himself out of town doesn’t prevent him 
from selling, for there’s always the “direct by mail” 
method. We'll have to go at it in a different manner, 
and handle the situation with our gloves on. We must 
show our customers that they save money by dealing 
with us, and we must educate our manufacturer 
friends (?) to see the folly of direct selling. It’s a 
large order, but it’s got to be done, and it can be done, 
if we all work together. Surely we don’t believe for a 
moment that a handful of manufacturers can bluff 
us when we consider that it isn’t only we of the hard- 
ware trade but all retailers who are interested, and a 
combination of the retail associations of all lines 
should be unbeatable. (Signed) HOPE CONNER, 

Florence, Ky. 








My Pa, He’s Come Back 


My Pa ’n ’other feller went on a trip. And My Ma said ’fore he left there was no livin’ with him. 


And there wasn’t. Grouchy as all ever was. 


But last night he come in cheery as Christmas morning 


and says My but that was some trip. Campin’ out from place to place with lots of pine trees, water, 


and people you never met the like of. I’m a new man. 
for it now by cleanin’ up all I owe everyone so’s to be free to think when I want to plan to go. 


And next year we all go. And I’m goner start 
This 


worryin’ business ain’t worth it. And the very first check goes to Bumps for giving me the idea of takin’ 


a campin’ trip. Now on we pay for what we get and don’t get what we can’t pay for. 
And my Pa means it for My Pa, He’s Come Back. 


is better’n a lot of bills. 


For a little cash 
SONNY SMILES. 
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WQVALITY LEAVES ITS IMPRINT 








HE comfortable, adjustable 

. 66 ° 99 seat, correctly applied bi- 
Taking the Grind treadle power and smooth-run- 
ning ball-bearings combine to 


S 
Qut of Grindstones ke the R-W an easy grind- 
stone to operate. It saves labor, 
saves time and produces better 


results. 








Strong but light-weight stee] 
frame insures rigid construction, 
great durability and convenience 
in moving about. 


Crank securely held on the de- 
tachable steel axle by means of 
our patented nut locking device. 
Stone of genuine Berea Grit. 


The line is complete—a' suitable 
grindstone for every requirement 
—including a style with well-sea- 
soned hardwood frame for those 
who prefer it. Also power grind- 
stones equipped with pulley, and 
a neat little hand-power grind- 
stone for convenient use in the 
kitchen. 





Write for full particulars and 
Catalog AB-6, describing the 


complete line of— 


R W Ball-Bearing Grind Stones 












; New York Chicago 
: Boston Minneapolis 
Philadelphia a 
= Cleveland J Kansas City 
S Cincinnati AURORA, ILLINOIS,U.S.A. Los Angeles 
; Indianapolis RICHARDS-WILCOX CANADIAN Co., LTD. ——— 
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Snow Moved Sleds 
Prices Are Stiffer 
InventoriesCompleted in N.Y. 


A fairly heavy snow storm the last ten days helped 


move sleds in the New York hardware market. 


Shovels 


and other equipment for removing snow have been at a 
premium. There are practically no sources where snow 


shovels are available in any quantity. 
no longer complete, as some numbers 


sold out. 


Prices are stiffening all along the line. 


Sled stocks are 
have been entirely 


Sandpaper, 


emery paper and buckshot were all advanced last week, 
and it is believed that wire nails and possibly builders 


hardware may 


advance shortly. 


Manufacturers are send- 


ing in revised price lists, and it is possible that further 
price news may be available next week. 
With inventories practically completed there has been a 


renewed interest 


in spring merchandise. 


Orders 


are 


larger and more numerous for these items than they have 
ever been before during the month of January in this 


market. 
ments. 


New Steel Wool Prices 
Announced in New York 


Metropolitan jobbers report new 


prices on steel wool in 1-lb. packages. | 


This is a fairly active item, and job- 
bers believe that the announcement of 


higher prices will stimulate added in- | 


New 


Stocks are fair. prices 


terest. 
follow: 
Jobbers’ quotations 
f.o.b. New York: 
Steel wool, 1 
prices: 
No. 3/0 
No. 2/0) .... ; 
ek, Gh dve cn 


to retailers 


lb. packages, net 


No. 1 aoc. 
No. 
a ere 


‘ses OV.  §  £#ewawe Bee2e*¢ 62 8 


°26c. 


Advances Reported in N. Y.. 
on Air Rifle Shot 


Some jobbers have advanced prices on | 
Buck and BB shot. The advance is a) 
substantial amount, and is given in the | 
belief that the higher price will be 
effective some time between press hour | 
and publication date. 

We quote the old price 
high vrice as a guide. 

Jobbers’ quotations 
f.o.b. New York: 

Air rifle shot, Buck 
bag, $3.25 to $4.00: in 5 
to $1.11. 

gov Scout, 
per 100 tube 


and reported | 


to retailers 


and BB, 25 Ib. 
Ib. bags, 88c. 


in tubes, $38.75 to $5.55 


lots. 


Wire Nails Will Advance | 
10 to 15 Cents Say Jobbers 


New York jobbers believe that wire | 
nails will advance 10 to 15c. per keg, | 
possibly within the next ten days. 
While the demand is not excessively | 
heavy, it is very steady. Prices have | 
been strong for some time, and it is | 
believed the higher price will not be. 


Orders call for fair quantities and good assort- 


a surprise to the trade. Stocks appear 
adequate. 
Jobbers’ quotations 
f.o.b. New York: 
Nails.—Wire nails, 


keg 
$4.15 base 


to retailers 


$3.60 base per 
gz. 
Cut nails, per keg 

Wire nails and brads in pee lots, 
70 and 5 per cent off list, in 1-Ib. 
papers. 

Roofing nails, plain, $5 
$5.15 per 100 Ib.; $8.05 
$8.25 per 100 Ib. 

ex 
Galva- 


to 
to 


ct Sh 
galvanized, 


American felt roofing nails, 
10%, plain, $6.50 per case. 
nized, $10.25 per keg. 


'on Buck and BB shot. 
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Advances 


Few N. Y. 


Announced by Jobbers 





Metropolitan Wholesalers Have Re- 
ceived Some Adjusted Price 
Lists from Manufacturers 


New York jobbers have advanced 
prices on steel wool and sand paper. 
Some jobbers report a strong advance 
Both these 


items are given in detail elsewhere on 


reported to have 


this page. 
R. E. Dietz Co., New York City, is 


issued a new price 


_list for 1925, which shows no changes 


on regular models. 
Jobbers expect advance of 10 to 15 
cents on wire nails to come shortly. 
Drop forged wrenches have _ been 


considered somewhat weak in the past 


stiffened noticeably 


two or but prices have 
in the last ten 
days. Standard discounts are being 
adhered to, and there is more strength 
throughout the drop forged line. The 
wholesale trade express the opinion 


three weeks, 


that firm prices will continue. 


Fill-in Demand Continues 


J 
' 


Strong on Staple Lines 


The trade continues to fill in shelf 


: 
_ boxes, and there is a brisk demand for 
_ screws, bolts and nuts and other strict- 


Jobbers Issue New Prices on. 


Sand and Emery Paper 


Revised prices on sand and emery | 


paper announced by New York jobbers 


are as follows: 


Jobbers’ to retailers 
fob. New York: 

B & A Sandpaper 30 per cent off; 
3 & A star paper, 30 per cent off. 

B & A emery paper and emery 


cloth at, list, net. 


quotations 


Jobbers Booking Orders on 
Hinges in Volume 


Metropolitan jobbers are _ booking 
large orders on hinges for future deliv- 
eries. 
given here are representative of local 
offerings. 

THESE PRICES ARE FOR _ 100 


PAIR OF HINGES IN THE SIZE 
AND AT THE PRICE INDICATED. 


Jobbers’ quotations to retailers 
f.o.b. New York: 

Hinges, light strap, 4 in., $9.33; 5 
in., $10.17; 6 in., $14.42, and § in., 
$19.67. 

Heavy strap, 6 in., $15.58; § in., 
$26; 10 in., $39.92. 

Light T, 3 in., $7.42; 4 in., $9.08; 
6 in., $13.42 and 8 in., $17.67. 

extra Heavy T, 6 in. $18.08 ; 8 in., 
$32.33; 10 in., $45.75 and 12 in., $67. 

Heavy T, 6 in. , $14.58; 8 in., $18.17: 
and 10 in., $29.17. 


Prices are firm and quotations 


| catalog, dated January, 


ly staple lines. Prices are firm, and 
wholesale stocks appear adequate. 


JOBBERS’ yt tg) age TO RE- 
TAILERS, F.O.B. NEW YORK: 


SCREWS 


iron bright, 
5 per cent. 
blued, round head, 
cent. 

flat head, 


Wood screws, flat head, 


72%, 25 and 
Same, iron 
25 and 5 per 
Same, brass, 
» per cent. 
Same, brass, round and oval head, 
674%, 25 and 5 per cent. 
Hot galvanized, flat head, 57% 
and 5 per cent. 
Nickel plated, 
» per cent. 
Full packages 


BOLTS AND NUTS 


70, 
70, 25 and 
, 25 
flat head, 


60, 25 and 


are extra 5 per cent. 


Bolts.—Common carriage bolts, 
small sizes, 35-10 per cent; large 
sizes, 35 per cent. 

Machine bolts, all sizes, 40 and 10 


per cent. 
Lag screws, 45 to 50 per cent. 
Stove bolts, 75 to 75 and 10 
cent; both flat and_ round head. 
Sink bolts, 75 to 75 and 10 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 3514 per cent. 
Serew anchors, 75-10 per cent. 
Lag screw shie lds, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
Spring cotters, 


per 


+) per cent 


_ Copper rivets and burrs, 3314 and 
» per cent. 

Round head iron rivets, 60-5 per 
cent; tinners’ rivets, black and _ tin, 
60 and 5 per cent. 

Cap screws, 80-10 per cent, 


TRADE LITERATURE 
RECE!* ED 


Francis Keil & Son, Ine., 401 East 


| 163d Street, New York City, manufac- 
| turer of miscellaneous hardware, elec- 


_ trical specialties, keys and key blanks, 
has issued a new supplement key blank 
1925. 
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Make 1925 the Biggest 


Hohner Year in History! 
This attractive HOHNER display y |S 


on your counter will do it — > eae 


yer wide-awake dealer knows the value of HOHNER HOHNER 





od 


HARMONICAS RMONICAS 
a sales leader. And every Hohner dealer | somiemmenaall Bias 
knows that harmonicas are leading the way 

to more and better business. 


During the past year over 15,000,000 Hohner Har- 
monicas were sold to people of all ages, in all walks 
of life, in every city, town, and country hamlet. 
And every sale meant liberal profits and satisfied 
customers for Hohner dealers. 


Thousands of dealers in every part of the country 
are now pushing Hohner Harmonicas. They were 
quick to recognize a real sales leader and just as 
quick to cash in on the big business which is being 
created by Hohner advertising. 


Through leading magazines and newspapers; bill- 
boards and posters; radio, movie and theatrical per- 
formances; professional stars; phonograph records; 
public school and municipal contests; the Hohner 
message of real music and fun is being broadcast 
to millions of people i in every city, town and village. 
And the response is being recorded on the cash reg- 
isters of Hohner dealers. 


If you want quick sales, liberal profits and satisfied custom- 
ers, put this attractive revolving display on your counter 


_ 


— 


and tie up with the big national publicity campaign. ae 








This display on your counter, a complet i 
play y plete set of window IMPORTANT 


strips and dealer helps and a generous supply of Free In- 
struction Books will put you in line for more and better 
business. 


We are creating the demand for Hohner Harmonicas—all 
we ask you to do is help us supply it. 1924 was a record- 
breaker, but everything points to a greater volume of busi- 
ness in the coming year. Let’s work together to make 1925 
the Biggest Hohner Year in History. 


If You Want to Tie Your Store to Hohner Advertising, Write 





to Hohner Dealers 

Hohner interest and enthu- 
siasm is sweeping the coun- 
try. You can easily turn it 
into money by putting this 
attractive revolving display 
on your counter and tying 
your store to Hohner adver- 
tising. Ask us how you can 
get one of these displays and 
just what it will mean in 
sales and profits. 








M. HOHNER, Inc., Dept. 66, 116 East 16th St., New York 


Canadian Address: Hough & Kohler, 468 King Street, W., Toronto 
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Spring Merchandise Moving in Northwest— 
Staple Lines Also in Demand 


USINESS in the Northwest is trending toward the 
B spring merchandise to a great extent, although there 
Spring orders are 
being sent out daily, and the prospects for good business 
in this section of the country continues to brighten. 
mediate business is fair, but merchants and wholesalers 
alike are looking forward to the coming spring business 
to bring about a rapid rise in the demand for merchandise. 

Indications point to a good year for building, in the 
larger cities as well as the smaller cities and towns and 


are many calls for winter goods. 


ASH SIFTERS.—Demand is still very 
good in this line, and stocks are being 
decreased as the end of the selling sea- 


son approaches. Prices have not 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Square wood ash 
sifters at $2; round, metallic ash 
sifters at $4, and wood barrel at $6 
per doz., net. 


AXES.—tThere is still a steady call for 
axes in this section of the country. 
Considerable logging is being done in 
northern Minnesota, and also large 
quantities of firewood are being cut, 
due to the high prices on coal. This 
creates a good demand for axes. Stocks 
are in good condition and prices un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 


_ base weights, $19 
BATTERIES Sales of batteries con- 
tinue to be excellent. Some authorities 
lay the price increases on lead to the 
heavy demand for radio and automobile 
batteries. Stocks are difficult to keep in 
assortment, and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 6 ignition 


type dry cells, case lots, 29c. each; 
Radio “BB” batteries, unit package 
quantities. No. 766 ,$1.30 each; No. 


764, $1.14 each; No. 767, $2.44 each; 
No. 772, $2.44 each; No. 770, $3.09 
— “CC” batteries, No. 771, 39c. 
each. 


BOLTS.—Sales of bolts are good, with 
indications of a heavier demand as 
spring approaches. Prices have not 
been changed in the local markets. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
50 per cent, machine bolts at 50-10 


per cent, stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists 


BRADS.—Call for brads is beginning to 
be felt, as building starts up again. 
Stocks are well filled, and prices un- 
changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


COASTER WAGONS.—Sales are some- 
what slower now than during the holi- 
days. Stocks are beginning to move out 
to the dealers. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No. ~ $5.50 each; No. 61, 
$6.44 each; No. $7.02 each; No. 63, 
$7.22 each. Seeman coaster wagons, 
50 per cent from factory lists: all 
steel coaster wagons, 50 per cent from 
list. 





Im- 


COPPER RIVETS AND BURRS.— 
There is a fair market for rivets at 
present, with automobile shops in the 
lead. Stocks are in good condition, and 
prices strong, under present basic 
prices. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Copper rivets and 
burrs at 40-10 per cent from lists. 


DAMPERS.—Sales are fair, with new 
work beginning to show again. Stocks 
are well filled and prices unchanged. 


We quote from jobbers’ stocks, 
f.o. Twin Cities: Cast iron, wood 
handle 6-in. dampers at $1.40 per 
oz 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Retail call is still 
light, with stocks well filled against 
the spring demand. Dealer orders are 


stocks, 


being shipped to some extent. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5 in., $5.25 per 100 
ft.; 3 in., 28 ga. conductor pipe, $5 
per 100 ft.; 3 in., conductor elbows, 
$1.75 per doz. 


FIELD FENCE.—Retail call is light, 
but indications are for good sales later 
on in the season. Prices show no 
change. 


PR quote from jobbers’ stocks, 
o.b. Twin Cities: Hog fence, 26 in., 
S40. 18 per 100 rods. 


FILES.—Demand for files is beginning 
to increase as the year’s business opens 
up. Stocks are well filled and prices 
steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


files, 50 per cent; second grade of files, 
60-10 per cent from standard lists. 


GALVANIZED WARE.—Sales_ are 
fair, with good stocks on hand. Prices 
have not changed. 


We quote from ee stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs, $6.40; No. 2, $7.15; 
oo bn 8.40; heavy galvan ized tubs, 

$12; No. 2, $13.25; a 3, $14.50; 
ak. galvanized pails, 10-qt., 
$2.25; 12-qt., $2.40; 14-qt., $2.75; 
qt. Stock pails, $4. 50, and 18- -qt., ‘$5. 25 
per 
GLASS AND PUTTY.—Sales show a 
decrease with the warmer weather in 
a retail way. Stocks are well assorted, 
and shipments are made promptly. 
There is no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent, 
and double strength glass, 35 per 
cent from list. Strictly pure putty 
in 50-lb. drums _ -% ewt., and in 25- 
lb. drums at $5 c 


Reading matter ssntenet on page 54 


rural communities. 
great extent during the past few years in this section of 
the country, but with the excellent crops which have been 
marketed this season, the restriction of lack of funds has 
been swept away. 

With the combination of Automobile Show, Twin City 
Market Week, Style Show and Winter Sports Week, com- 
ing the first week in the Twin Cities, it is expected that 
many merchants will take advantage of the exceptionally 
low rates for rail travel and visit the markets here. 





Building has been held back to a 


HAMMERBS AND HATCHETS.—Sales 
are beginning to show an increase in 
the tvol lines. Stocks are well filled 
and prices show no further changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
$12.60 per doz.; ab 
Riverside No. 611%, 
Broad Hatchet, 
shingling, No. 2, $1 13. tb: 
No. 2, $14.40 per doz. 


LANTERNS.—Sales are still good, with 
stocks well assorted. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns, No. 2f0, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz. 


NAILS.—While building has not started 
to any great extent as yet, there is a 
fair demand for nails. Stocks are well 
filled and prices steady. 


=e quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard 
nails at $3.35 per keg base, and coat- 
ed wire nails at $2.85 per keg base. 


OIL HEATERS.—-Sales are fair, with 
good stocks on hand. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned polished 
steel, 3-qt. capacity, No. 12, oil heat- 
ers at $2.66, and nickel polished steel, 
4-qt. capacity, No. 016, at $5.32 each. 

PAINTS AND WHITE LEAD.—In- 
terest is developing in the paint lines 
in this section of the country. Spring 
orders have been moving out during 
the past two weeks. There are rumors 
of an advance, due, it is stated, to the 
fact that lead has been continually ad- 
vancing, and that other ingredients are 
high. No change has been put into ef- 
fect at this writing on paints, but 
white lead has been advanced. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.85 per gallon; second 
grade house paints at $2.10 per gal- 
lon; best white lead at $14.74 cwt. in 
100-lb. containers. 


Plumb claw, 





PYREX OVENWARE.—Sales are still 
very good and stocks well filled. Prices 
show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casseroles, 
$1.33; No. 197, $1.17; No. a pie 
plates, 50c.; No. 210, 67c.; 212 
bread pans, 60c.; No. 231 utility pans, 
67c.; No. 12 tea pots, $1.67; No. 24, 
$2, and No. 36, $2.33 each, net. 


REGISTERS.—Some additional inter- 
est is being seen in this line, as there 
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GENUINE 


THERMOS 


REG. U.S. PAT. OFFICE 


VACUUM BOTTLE 


Makes the 


Following Announcements 


W: announce with pleasure the consolidation of The American Thermos Bottle 





Company of New York City and The Icy-Hot Bottle Company of Cincinnati, 

Ohio. This will permit a continuance of the THERMOS program and general 
policy established last year in connection with other plans for the purpose of greater de- 
velopments, all of which will benefit our many friends and customers. 

We will continue the policy of securing our distribution through jobbing channels. The 
trade’s requirements for Icy-Hot Bottles, Fillers and other Icy-Hot Products will be sup- 
plied at such prices and discounts that in no way will disturb the co-operation we have 
received from our many customers, who will be visited by representatives of the Company 


in the near future. 

The management of THE AMERICAN THERMOS BOTTLE COMPANY wishes to 
take this opportunity to express its appreciation to its friends and customers for their past 
support and at the same time desires to assure the trade in general of its purpose to retain 
the leadership and original high standard of quality in its product, and to satisfy, insofar 
as it may be humanly possible, the requirements of the wholesale and retail dealer and 
their many customers. 

Orders for The Icy-Hot Bottle Company’s products should be mailed to Cincinnati, 
Ohio, from which point shipments will be made until further notice. Our General Sales 
Office and Display Rooms are permanently located at the New York address. 


1925 ADVERTISING PLANS 


During the year of 1925 the story of Genuine Thermos Vacuum Bottles will be put be- 
fore the American public through a total circulation of 


Over 70,300,000 
(Based on A. B. C. Circulation) 
Many people who read these messages are your neighbors. 
They will be your customers— 


If you will tie up your store with this campaign by the use of store and window displays 
of Genuine Thermos Vacuum Bottles. 


We will supply window displays that will assist 
you in making your store “‘Thermos”’ Headquarters. 


THE AMERICAN THERMOS BOTTLE COMPANY 
366 Madison Avenue, New York City 


Salee Offices 326 No. Michigan Avenue, Chicago, IIl. 
311 California Street, San Francisco, Cal. 
Factories: NORWICH, CONN. HUNTINGTON, W. VA. 


In England: In Canada: 
THERMOS, Ltd., LONDON THERMOS BOTTLE CoO., Ltd., TORONTO 


There is only one “Thermos”— there can be no other 





a4 


are calls for estimates for furnaces. 
Stocks are well filled and prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers 
at 40 per cent from standard lists. 


ROPE.—Sales are fair, with spring 
orders occupying the attention at pres- 


ent. Stocks are well filled for this 
movement and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade ma- 
nila rope at 25%c. per Ib. base, and 
best grade sisal rope at 18%c. per Ib. 
base. 

SCREWS.—Demand is _ increasing 


slightly in this line, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flathead bright 
screws, 75-15 per cent; round head 
blued screws, 75-5 per cent; flat head 
brass, 70-10 per cent, and round head 
brass, 65-10 per cent. 


SKATES.—This has been an excep- 
tionally good year for skates, as the 
interest in this sport has grow stead- 
ily. More rinks, both indoor and out- 
door, have been opened in the towns 
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Prices continue high and strong, in- 


_ fluenced by the price of lead. 


STEEL SHEETS.—The 


| 


| 


| over. 


lighter, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 39%c. per Ib.; 
strictly half and half solder at 3ic. 


per lb., and Dutch Boy solder in 100- 
Ib. lots at 391%4c. per Ib. 

market is 
steady and strong on sheets and sales 
are fair. 

We quote from 
f.o.b. Twin Cities: 
at $4.75 base (28-gage). 
nized steel sheets at $5.85 cwt., 


jobbers’ stocks, 
Black steel sheets, 
and galva- 
base. 


STOVE BOARDS.—Stocks are running 


as the season is practically 
Prices show no changes. 

We jobbers’ stocks, 
Crystallized stove 
lots, 28 x 28, 
36 x 36, $27.45 


quote from 
f.o.b. Twin Cities: 
boards in full crate 
$16.95: 30 x 30, $19.70: 
per doz., net. 


STOVE PIPE AND ELBOWS.—A de- 


cline in price has been put into effect 


and cities than ever before, and sales | 


have run into high figures. Stocks have 
been heavily drawn on, and some sizes 
dificult to obtain. Prices have not 
been changed. 


We 
f.o.b. 
64c. ; 


jobbers’ stocks, 
No. 1624 skates at 
No. 1624%, $1.19; No. 524%, 
$1.31: No. 424%, $1.69; No. 524%L, 
$1.57; No. 424%, a $2: Nestor John- 
son Hockey, Men's aluminum, $7.25 

nickel, 5 


$8.25 per pair, net. 
SOLDER.—Sales are not heavy at 
present and_ stocks 


quote from 
Twin Cities 


are well filled. 


TIN PLATE.—Sales 


on these items. Sales are still fair and 
stocks well assorted. 

We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Uniform blued, 
28 ga., 6 in., knocked down stove pipe 
at $14.75, and 6 in. common corru- 
gated elbows at $1.30 per doz. 


are fair, with 


good stocks on hand. Movement in this | 
line awaits the opening of the building 


season. Prices show no changes. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Furnace coke 
tin, ICL, 20 x 28, $14.25 per box, and 
IC, 20 x 28, 8-lb. coating tin at $14.60 
per box. 


WEATHER STRIP.—Retail stocks are 
being decreased, as the heavy call for 


stocks, 
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the year is over. Prices show no 
changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 


weather strips, %-in., $1.85 

$1.85, and l-in., $2.60 per 100 ft. 
WIRE.—Sales are still rather light in 
almost all items. Some spring ship- 
ments are being made and stocks are 
well filled for this trade. Prices have 
not changed. 


We quote from 
f.o.b. Twin Cities: 
hog wire at $3.30 
barbed painted 


ig- -in., 


jobbers’ stocks, 

Barbed painted 
per 80-rod spool; 
cattle wire at $3.09 
per 80-rod spool; galvanized hog wire 
at $3.52 per 80-rod spool; galvanized 
cattle wire at $3.30 per 80-rod spool; 
No. 9 plain fence wire at $3.35 cwt.; 
No. 9 galvanized smooth fence wire 
at $3.80 per ewt. 


WRENCHES.—Sales are showing some 
improvement, as shops and factories 
are getting under way for the coming 
season. Garages are fairly busy, also, 
creating a fair demand for wrenches. 
Prices show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes wrenches. 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 40- 
10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in pote. Master Service No. 
101, $15.25; 4a ; No. 404, 
$8.75; No. 505B, $3. 40. less 40 per cent. 

No. 50 Radio and Electrical Set, $4; 
No. 101 Master Service Set, $15.25; No. 
202 Heavy Duty Set, $8.80; No. 303 
Ford Master Service Set, $14.85; No. 
404 Flexible Socket Set, $8.75; No. 
505B Screwdriver Blades, $3.40 No. 900 
rion square socket, $3.70, less 40 per 
cent. ‘ 


stocks, 


Current Business Satisfactory in Pittsburgh— 








Some Price Advances Reported 


(Pittsburgh office of HARDWARE AGE) 
‘SN HE Pittsburgh hardware trade still professes satis- 
‘| faction with business so far this year and continues 
to look forward hopefully about the year’s prospects. 
Current business in the shape of stock rounding out pur- 
chases is of very fair volume and there is a steady expan- 
sion in the ordering of spring lines. The general trend of 
prices still is toward higher levels and expanding sales 
might possibly be charged to the fact that buyers want 
to get as much protection against higher prices as is pos- 
sible. This, however, is not admitted by local jobbers who 
comment upon the fact that there is little or no evidence 
of speculative buying and that the orders are running very 
much in keeping with conservative consumptive expecta- 
tions. It is pointed out that industrial activity in the 
district is high enough to indicate good sized earnings by 
the workmen and .that, of course, means buying power. 
There seems to be but little doubt that if the iron and 
steel industry does not continue to provide full employ- 
ment for the workmen there is a sufficient amount of 
public and private construction work in sight for which the 
money is available to take up any slack. 

Price changes in the past week in hardware items have 
in almost all cases been advances. The important changes 
include an advance of 10 per cent in prices of ready mixed 
paints, a change that was forecast in these columns last 
week and the week before. Almost all of the products into 


AUTOMOBILE 
lines seasonal to this time of the year | 
are going very well because this dis- 
trict has had a real winter this year. 


| chains. 


ACCESSORIES.—The | There is a notably good movement of 
Jobbers here who are intro- 
ducing the new Sparton SOS horn re- 
port an active sale for it. 


the manufacture of which lead enters have made further 
advances in the past week. Sash weights have gone up 
$3 a ton and somewhat higher prices are noted in sleds 
and stove boards in new price lists recently issued. Flint 
paper and emery cloth have advanced 5 per cent. The 
trade here still is looking for higher prices for wire prod- 
ucts. The mills have secured specifications against prac- 
tically all of the low priced tonnage taken in the latter 
part of November on 60 day contracts, which now have 
generally expired. There has been almost no extending 
of unspecified orders, and where it has been done it is on 
the basis of today’s published quotations. 

New business in iron and steel in this market still is 
moderate, as was to be expected, in view of the fact that 
buyers were so liberal in their commitments late last year 
for tonnages for delivery during the first quarter of the 
year. During the first two weeks of this year, specifica- 
tions decreased considerably, because they were unusually 
liberal in December, and then came che hesitancy common 
to the inventory period. In a number of directions, how- 
ever, specifications again are on a rising scale. Mean- 
while, there has been no let down in iron and steel plant 
operations and it is no exaggeration to say that just now 
the industry is running about as high as is physically pos- 
sible. Full capacity operations are merely a theory, as it 
is simply impossible to keep all capacity going all of the 
time because of the need of repairs. 
| BATTERIES. — Prices are _ holding 
| firm in this market under a continued 
| good demand. 


Jobbers’ quotations to 
f.o.b. Pittsburgh: 


retailers, 


Reading matter continued on page 56 
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Paragon offers perpetual 
temptation to old as well 
as young, 
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$27-50, $4850 $65 
Perfect 


Popular Price Range 
P ARAGON prepares you 
to meet every radio 
need of the hour. Just as 
in the past it has always 
enabled radio dealers to 
offer the utmost in radio 
quality, so today it enables 
them to offer this perfect 
Paragon quality with the 


now demanded popular 








prices, 
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REG. U.S. PAT. OFF. 


RADIO RECEIVERS 


HI New Paragon Receivers are up to the minute. 
Each of the three new models gives volume, selectiv- 


ity and a wonderful simplification of tuning. The four- 





tube set—the Paragon Four—introduces a new non- 


radiating hook-up, the Paradyne Circutt. 

The thousands of these sets put into homes around 
the holidays are becoming salesmen in turn, creating 
the biggest sort of demand for the new Paragon line. 
If you are not already carrying it, write us, so that we 
may have the Paragon Distributor in your territory 


serve you. 





Look for the Red Triangle 
on the Knob 


NEW PARAGON FOUR 


This four-tube set makes a showing that would do 


credit to a set requiring more tubes and greater 
battery power. Clear, strong loudspeaker reception P 
‘ ‘ ; e Y ’ P: ¢ 7 > 





over practically unlimited range. New aradyne 
Circuit, non-radiating. Simplified tuning—-one dial. 
Mahogany cabinet, 21 in- 
ches long. 


NEW PARAGON THREE 


NEW PARAGON TWO 
Gives great results on the loud- 
speaker on all stations within 
moderate range. Phone range 
almost unlimited. Two tubes. 


This’ three-tube receiver 5) 
surprises everyone. Strong . 
loudspeaker reception over 
remarkable distances. Sin- 

Single tuning dial. Mahogany 


gle tuning dial. Mahogany 
A 
cabinet, 11 inches long. 


cabinet, 17 inches long. 
N. B. Prices West of the Rocky Mountains, 10% Additional 








ADAMS MORGAN COMPANY, 11 Alvin Ave., Upper Montclair, N. J. 
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broken Unit 

Packages Packages 
cach Each 
Pn cexvacecns «ure $1.05 $0.97 
eo ae 1.33 1.23 
yee 1.22 1.14 
Po pcwees oes oss 1.40 1.30 
i 2.62 2.44 
No. 772 . 2.62 2.44 
I ere 3.33 3.09 
Pk Se Bavdedetedsnw 42 .39 
No. 6 dry cells, ignition type, 29c. 

each. 


BOLTS, NUTS 
general situation has undergone no 
particular change since last report. 
Makers have a good deal of business 
on their books, but as buyers are get- 
ting liberal shipments against fourth 
quarter contracts, they are not yet 
specifying with any freedom against 
those for the present quarter. Manu- 
facturing discounts are unchanged and 
there has been no change in jobbers’ 
prices. The original intent of allowing 
freight on shipments was that it was 
to apply only on shipments into jobbers’ 
stocks, but no means having been found 
to get around it, manufacturers also 
are allowing freight on shipments di- 
rect to consumers within the zone 
limits. 
We quote out of jobbers’ stocks 
as follows: 
Machine bolts, small rolled threads, 

50 and 10 per cent off list; all sizes 

cut threads, 50 per cent off list; 

carriage bolts, small rolled threads, 

50 per cent off list; all sizes cut 

threads, 45 per cent off list; stove 

bolts, 75 per cent off list; tire bolts, 

40 and 10 per cent off list; nuts, hot 

pressed blank or tapped, 3.25c. off 

list: c.p.c. and t. blank or tapped, 


3.35c. off list; rivets, small wagon 
and tinners’, 60 per cent off list. 


AND RIVETS.—The | 


HARDWARE AGE 


' steel and copper goods, and a further 
advance in raw copper points to still 





higher prices for copper pipe. 


We quote out of Pittsburgh ware- 
houses: 

Galv. sheets, steel pipe, No. 28 
gage, 3-in., $5.25 per 100 ft.; Copper 
pipe, 2 to 5-in., 16 oz., 32 per cent off 
list on direct mill shipments and 28 
per cent off list out of jobbers’ 
stocks. 


LEAD PRODUCTS.—Practically every- 
thing into which lead enters has further 
advanced in the past week. Lead sink 
traps are up 15 per cent and there has 
been an advance of 20c. a case in Boy 
Scout shot. Prices of lead washers also 
are creeping upward, but on account of 
a weaker market in tin, the higher price 
of lead has not yet been reflected in 
solder, which still is quoted at from 
35c. to 45c. per Ib. for half and half. 


PAINTING MATERIALS.—Continued 
strength of the base materials has 
finally resulted in advancing paint 
prices, which in keeping with recent 
intimations have been advanced about 
10 per cent. Salesmen of manufactur- 
ers were notified last week to close up 
any business against which they had 
quoted and then withdraw prices. Lead 


_ has gone up another half cent per 


pound, but there has been no further 
change in linseed oil and turpentine. 
Paint makers have heavy order books 
for the spring, but current demands are 


_ seasonably light. 


CONDUCTOR PIP E.—Current de-| 


mands are moderate, but the orders for 


spring deliver} are good, in keeping | 


with the fact that the coming spring 
promises to be a good one in new home 
construction. 


Prices are firm on both | 


Prices to retailers: 

Ready mixed cemee, best grades, 
3.10 per gal.: wer grade, $2.50; 
white lead, 16%c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 
Ib. or more and an extra 5 per cent 
less for lots of a ton or more; tur- 
pentine, $1.08 per gal. in barrel lots: 
7 fe oil, $1.28 per gal. in barrel 
ots. 


SASH WEIGHTS.—Leading manufac- 
turers have advanced prices $3 per ton, 
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which means a new jobbing quotation 
of $2.60 per 100 lb. 


SHEET METALS.—Sheet copper has 
advanced 4c. per lb., but there has 
been no change in other metals. Fairly 
good business is being done. 


Sheet copper now is quoted at 
23c. per lb. on direct mill shipments 
and 22%c. per Ib. out of jobbers’ 
stock. Sheet zinc is quoted at 12.50c. 
per lb. for loose sheets, 11.75c. in 100- 
lb. casks and 11.25c. in 600-lb. casks. 


SLEDS.—New prices have been an- 
nounced on Flexible Flyer sleds. They 
show a slight advance. The new prices 
are: No. 1, $3.75; No. 2, $4.75; No. 3, 
$6; No. 4, $6.50, and No. 5, $8.75, with 
the usual jobbers’ discount of 33 1/3 
per cent. 
STOVE BOARDS.—An increase of 
about 2% per cent is noted in new price 
lists just issued by leading manufac- 
turers. 
WIRE PRODUCTS.—Current demands 
upon the jobbers are not especially 
large or urgent, but they rarely are at 
this time of the year. A very fair 
amount of business for spring delivery 
has been taken, notably in fence, and 
there has been some specifying. Prices 
of nails show some irregularity in the 
secondary market, but mill prices are 
very firm and there is a very general 
expectation that another advance is 
likely in the near future. This is ex- 
pected to be of $3 a ton, putting prices 
back where they were at this time last 
year. 

We quote out of jobbers’ stocks: 





Nails, $3.15 to $3.20, base, per keg; 

9 gage, plain galvanized wire, 
$2. 95 per 100 fb alvanized barbed, 
2-point cattle, 33 17 per 80-rod spool; 
2-point hog, ; 4-point cattle 
$3.38: 4-point hog, $3.66; special 2- 
point cattle, $2.38: woven. wire fence, 
1047-11, $39.36 per » 100 rods; _— 9, 
$55.20: 939-11, $35.2 - 939-9, $48. 














A Football Lesson 


“If ‘P. D.’ had the team on the edge of a sixty foot cliff and called out the order 
‘Jump!’ we would have jumped. We would have felt that it was necessary and 
that somehow he would have caught us before we could hurt ourselves, 
famous Harvard football player, literally with tears in his eyes. 
of Percy D. Haughton, perhaps the greatest football coach of all time. 
the nine years Haughton headed Harvard football, that university played eighty- 
three games resulting in seventy-one victories and five tie scores. 


” said a 
He was speaking 
During 


There is a big lesson in Haughton for both the business executive and the 


business employee. A football team or a business team should be successful. 


To accomplish that 


result, the executive at the head of each must upbuild that sort of confidence in his judgment and 
decisions on the part of his players or employees which is unquestioning. The latter must naturally 
appreciate the need of the strictest discipline (Haughton was a stickler at that) and of cooperation 


on the part of all. 


Harvard football men were ready and eager to obey Haughton implicitly and to love him. That is 
the happy combination, the ideal relationship between boss and subordinate either on the gridiron or in 


the business organization. 








Reading matter continued on page 58 
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It’s Figures Like The 


If you want to make more money in 192 
—if you want your business to grow— 
study the “Daily Figure Facts” form 
above. Think how it would help you to 
make your business more profitable. 


‘ 

These are but a few of the profit-building 
facts. which the Burroughs Simplified 
Accounting Plan gives you each day of 
the year. And the figures which this 
simple system provides stop so many 
little leaks and losses that profits are sure 
to increase. 





DETROIT, MICHIGAN 


HARDWARE AGE 


se 
That Increase Profits! 


Thousands of hardware men say that in 
time saving alone this system has paid for 
itself in less than a year. Pin the coupon 
to your letterhead and we will send you 
a folder—“We Could Furnish an Income 
Tax Report Every Day.” It tells how 
one dealer gets such complete facts about 
his business daily that he could make an 
income tax report from them. Or, if you 
prefer, call the nearest Burroughs office on 
the phone for a complete demonstration. 


BURROUGHS ADDING MACHINE COMPANY 





reo<—<--— —— 


Burroughs Adding Machine Co., 


{ 
2 
1 6999 Second Blvd., 
{| Detroit, Michigan 


Machines 
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Could Furnish An Income Tax Report 


Billing 
Please send me your folder—‘‘We ¢ 
Every Day.” _ 
i db Gece sé bad<wdene 
j Business | 
| 
‘ 
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Prices Advancing in Chicago Market— 
Continued improvement in Sales 


(Chicago office of HARDWARE AGE) It is expected that steel producers in the Chicago dis- 
HERE continues to be a liberal movement of mer- trict will advance prices on bars, shapes, plates and sheets 
chandise from the jobber to the dealer, and likewise in the near future. Second-quarter buying is being held 
to the consumer; sales reports for the week show a up pending the announcement of these prices. Under 
great improvement. The tone of the market is very firm; these conditions buying of steel has naturally slowed up 
in fact, it is conceded that there will be price advances during the past week or ten days. It is believed that 
on a great many of the staple lines within the next thirty these new prices will be announced by the last of the 
days. Orders for future delivery are being booked in a month. It is not known what this advance will be, but 
very satisfactory volume, as both dealers and jobbers are it will likely be in the neighborhood of about $2 per ton. 
anticipating their wants, and the hand-to-mouth buying Production is not catching up on consumption to any 
for the time being is being dispensed with. marked degree, despite the sharp increase in output dur- 
Orders for builders’ hardware for March and April ing the last month or six weeks. There has been no cur- 
shipments have been very satisfactory. While there has tailment in demand. 
been no change in prices, it would not be surprising Implement manufacturers report an increase in sales, 
to see some of the manufacturers stiffen up a little, as and with the price of farm products advancing, an im- 
the present market prices on finished product show very provement in business can be looked for in the rural dis- 
little profit. tricts. 


AUTOMOBILE ACCESS ORIES.— , CHAIN.—Prices are firm and sales are sockets, 19c. each; two-way plugs, 


Prices are unchanged. Sales are about | improving. pone macy yee Rath ad = 


normal for this season of the year. | We quote from jobbers’ stocks, a: oh yy attachment plugs, 
r, , f.o.b. Chi : %-in. c. each; dry cells, boxes of 00, 
Py ig —— jobbers’ stocks, | $8.50 ae ey i. Bal Dat —— each; less than case lots, 34c. 
.O.D, ° ; : and B : ; E a eacn. ‘ : 
ar A gr mente ag geo | cent tonal ay A Radio Supplies.—Radio B pastersee. 
each; lots of 100, 4ic, each: Cham- | ee Say ay Sey Gee See. a ee 
pion ue x line, 538c. each; A. C. COPPER RIVET —_ Battery Chargers. — Apco line, in 
Titan, 58c. each; lots of 100, 5c. | ° S AND BURKS. lots of less than 10, $13.50 each, net. 
A. C. Special Ford, 44c. each. Prices are firm. The demand is good. Tubes.—Cunningham and R. C. A., 
my gp > ene We quote from jobbers’ stocks $4 list. Discount, 25 per cent. 
ys lm in oe $5.67 2. _ f.o.b. Chicago: Copper rivets and Loud Speakers.—Western Electric, 
a OS ee ee burrs, 40 per cent discount. No. 522W, $9.50 list. Discount, 30 
' | t 
Jacks.—Reliable Jacks, No. 46, $2.50 iC —Pri j ips : 
each; in lots of 10, $2.25 each; Ajax CUTLERY.—Prices strong, and higher FIELD FENCE.— Prices are un- 


No. 21, $1.20 eagh. rent sales scod changed. The demand is improving. 
Pumps. — Rose, 1%-in. cylinder, | . & ‘ We quote from jobbers’ stocks, 


$1.55 each. = f.o.b. Chicago: 726-6-12%, $29.70 per 
Chains.—Non-skid, dozen pair lots, DRAIN PIPE CLEANER.—A very 100 rods: 1948-6-1444, tis per M00 


No. 6, 90c. each: National Standard | prices on some items may result; cur- 








33% per cent discount; 50 pair lots, satisfactory volume of business is re- rods. 
10 per cent discount. : : . 
Tires and Tubes.—30 x 3% over- ported, with prices unchanged. FILES.—The demand continues good. 
= , ony bong Hoang | Bigg We —. from jobbers’ stocks, | Prices remain the same. 
9 a > « ". ‘ CO. BP ‘ Cc . 
x 3%, $1.20 each; red inner tubes, ~ tle Plumber drain pipe | We quote from jobbers’ stocks, 
30 x 3%, $1.50 each. cleaner, in 1 Ib. net cans, in lots of 3 | f.o.b. Chicago: American files, 60-10 
; N : , a doz., $2.75 per doz.: in lots of 6 doz., | per cent off list; Nicholson files, 50 
AXES.—Sales are very good. Prices $2.70 per doz.; and in 12 doz. lots, | per cent off list; Black Diamond files, 
are firm. $2.60 per doz. . | 40-10-5 per cent off list. 
We quote from jobbers’ stocks, onameryin 2 me not wcignt cans, in | GALVANIZED PAILS, TUBS, CANS 
f.o.b. Chicago: First quality single of 6 doz., $4.85 per doz.; and in lots | AND BASKETS.—The maple sap sea- 


bitted unhandled axes, 3 to 4-Ib., $14 
doz. base: double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 


of 12 doz., $4.75 per doz, 

Hercules tile and porcelain cleaner, 
in 1 Ib. net weight cans, $2 per doz. 
in lots of 2 doz. 


son has started a lively demand for 
pails. Tubs are also moving in good 


ae base, — bitted —— oo Hercules boiler liquid, in 1 qt. can volume because of the likely prospect 

5 to $22 per doz., according to qual- aan? te Li, m f° gee . : 

ity and grade of handle. ’ i. wd inte" $2.28 b+ vee CMs of higher prices. 

BOLTS YD ,, = is | Same, in % gal. cans, $5 each; % We quote from jobbers’ stocks, 
Ones ANI NUTS The demand is doz. lots, $4.75 each; and in gal. cans, f.o.b. Chicago: Competition galva- 

good. Prices are unchanged. | $9 each. nized after-made water pails, genu- 





ine riveted ears, 10-qt., $2.20 doz.; 


We quote from jobbers’ stocks, | EAVES TROUGH AND CONDUCTOR | = 12-qt., $2.40 doz.; galvanized wash 


f.o.b. Chicago: Carriage bolts, cut 


thread, 50 per cent discount; small | PIPE.—Prices are favorable for pur- | ga Eg — “* a eal 
carriage polts, | rolled thread: 0-10 | chase now, as advances are likely to| wash boiler, wood grip and handles. 
per cent discount; machine bolts, cut | $18 dos.: 1cgal. tin breast galvanized 
thread, 50-10 per cent discount; follow. kerosene oon, $2 25 doz.: 1-bu. gal- 
SS ae Seen Saeene. | We quote from jobbers’ stocks, vanized baskets, $6.25 doz.; 1%4-bu. 
bolts Pot — pene di non t: | ; | f.o.b. Chicago: Single bead lap joint galvanized baskets, $8.25 doz.; 5-gal. 
ite eat: a gutter, 5-in., $4.50 per 100 ft.; corru- _ galvanized oil cans, galvanized 
s, per cent discount. gated en, Pe. — gt Pe breast, $7.25 doz.; perpendicular cor- 
J wRS’ __ 100 ft.; plain ridge roll, 1%-in., rugated light galvanized ash cans, 
BUILDERS HARDWARE. A pied per 100 ft.; corrugated conductor el- with cover, No. 55, $15 per doz.; No. 
satisfactory volume of business is being bows, 3-in., $1.36 doz. 66, $17.50 doz.; No. 77, $20 doz.; heavy 


booked for future delivery. Prices are | ELECTRICAL AND RADIO MER- —a a ee jg Rg Sy 


the same as last reported. _CHANDISE.—Manufacturers hint at $44.75 doz. 
We quote from jobbers’ stocks, | price advances in the near future, due| GARDEN HOSE AND LAWN SPRIN- 


f.o.b. Chicago: 2% x 3% steel butts, 





case lots, old copper and dull brass «to the advanced cost of raw material. | KLERS.—Future orders are still being 
finish, $2.67 per doz. pair; 4 x 4 Ss R ; . : 

steel butts. old copper and dull brass | Sales are vary satisfactory placed mn good volume. 

finish, $3.63 per doz. pair; heavy steel We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
bevel inside sets, case lots, $6.75 per f.o.b. Chicago: f.o.b. Chicago: Garden hose, good 
doz.; steel bit-keyed front door sets, Electrical Merchandise.— No. 14 quality, molded hose, %-in., 10%c. 
$1.75 per -set; wrought brass bit- rubber-covered wire, $7.90 per 1000 ft. ; per ft.; %-in., 13c. per ft.; 3-ply, good 
keyed front door sets, $3.25 per set; in 1000-ft. lots. $7.65; No. 18 lamp quality, wrapped, %-in, 10c. per 
«cylinder front door sets, $7.50 per cord, $14.50 per 1000 ft.: in 1000-ft. ft.; %-in., 12c per (ft.; 4-ply, 
set, | lots, $13.75; %-in. brush brass key good quality, wrapped, %-in., 12c. 


Reading matter continued on page 60 
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A New One Inch Mesh = 


@The New One Inch Mesh U. S. Poultry Fence meets, as 
nothing else will, that growing consumer demand for a per- 
fect, close-mesh Poultry Netting. LESS 











q Here is a netting that embodies every U. S. advantage in 
design and construction. It is made on the farm fence 
principle with parallel line wires interlocked with the mesh PSS 
wires. The result is a fabric which stretches up perfectly 
without the aid of baseboard or top rail. 











q U.S. Poultry Fence is easy to handle. It rolls out flat SSS 
upon the floor or counter like a bolt of goods. It cuts 
without waste. With all its superiorities, it costs less 
“put up” for it requires no wood frame and fewer posts to 


erect it. paeEas 





Today the U. S. line offers greater possibilities for profit 
than ever before. More and more rot ee recognizing these 
possibilities, are standardizing on U.S. Poultry Fence. Ex- 
perience has taught them that it pays. 


Pee SSS 


QIf you are not getting your share of the netting business 
in your territory you should handle U. S. Poultry Fence 
which costs no more, is better and more economical, lasts 
longer, and gives better satisfaction. 





@ Write us for Catalog and Samples and be your own 
judge and jury. 


Indiana Steel & Wire Company _ 


Muncie, - - Indiana 
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per ft.; %-in., l14c. per ft.; 5-ply, $42.60 list; Arctic, 1-qt., $4 list; 2-qt., Turpentine.—Barrel lots, $1.05 per 
good quality, wrapped, %-in., 9c. per $4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 gal. 
ft.; %-in., llc. per ft. Lawn sprin- list; 6-qt., $8 60 list; 8-qt., $11. 10 list. Denatured Alicohol.—Barrel lots, 
klers, Rain King, $28 doz.; original | All the above less 50 per cent dis- 65l6c. per gal.; steel drum, extra $6, 
——- er $8 doz.; Rainbow, | count. ay 100-Ib. kegs, $16.75; 
= n. 1, «> OZ. Pe 
~ ICE SKATES.—A heavy demand con- 50: lb. kegs, $8.65; 25-lb. kegs, $4.40; 
GLASS AND PUTTY.—Sales are im- | tinues. No change in prices. = “x pkees, $2.25. —_— 
oo — go f sy Chicag ne ‘oa Fh mong 7 Sh i (4-lb. ds) hite, $3.50 
, .o.b. cago: ey Clamp—Rocker, ellac.— goods), white, $3. 
can a See ge ll orem, Men's and Boys’, — finish, 75c. «" Ro orange, $3.20 per gal. 
°5-in bracket. 88 per cent ana: pair; Half ey Cla p — Rocker, glish Venetian Red.—lIn barrels, 
single strength A, 34 to 40-in brack- | he ge _ Girtg, bright, finish, $1 $3. 50° to $6.75 per 100 Ib. 
. , Men’s an 
cri Pa samtotiweguat, .simmie || Bae MGYao"umie Wait’ Key Clamp | PYREX WARE.There has been no 
per cent discount; double strength A, | Hockey, Girls’, $1.40 pair. change in prices. Sales are holding up 
all sien, 98 pet cont Gisovent. Putty _ INCUBATORS.—An excellent demand | very well. 
mercial, $3.40 per 100 Ib. continues. . ey aipete... from jobbers’ stocks, 
= We quote from jobbers’ stocks, S : 
HATCHETS.—Prices are unchanged, | fob Gilenae Lcutideua Se nem anat Bread Pans.—No. 212, $7.20 doz.; 
but firm. Sales are fair. . _ discount; brooder stoves, 35 per cent gy ert R .  etnd. ‘o.. 16%, S12 
We quote from jobbers’ stocks, a chicken waterers, {| oz; No. 168, $14 doz.; No. 183, $12 
f.o.b. Chicago: First quality hatchets, | doz.; No. 184, $14 doz. 
ny achat Wo broads gfitg ton; | LANTERNS.—The demand is very sat-| ,,Caggerglas; Oval, No, 183, $12 don 
medium quality hatchets, No. | 2 isfactory. Prices unchanged. Pie Plates.—No. 202, $6 doz.; No. 
shingling, $7. oz.; medium quality We | 203, $7.20 doz.; No. 209, $7.20 doz. 
quote from jobbers’ stocks, ; 
hatchets, No. 2 broad, $10.50 doz. f.o.b. Chicago: Dietz D-Lite, $13 doz.; of dens oan yall doz.; 4-cup. 
HANDLED HAMMERS.—Sales are in| with large fount, $14.25 doz.; Little Utility Pans.-No. 231, $8 doz.; No. 


232, $14 doz. 


fair volume. No change of price has 
LARD PRESSES AND SAUSAGE ROLLER SKATES.—Future orders are 


been reported, but a higher market is 











looked for. agence en tga are very good.| i, good volume. Prices unchanged. 

We quote from jobbers’ stocks, os Cae | We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-o0z. We quote from jobbers’ ~a? f.o.b. Chicago: Union roller skates 
nail hammers, $10.50 doz.; first qual- f.o.b Chicago: Enterprise No. 25, for boys, $1.40 per pair; for girls, 
ity, 16-oz. machinist hammers, $7.85 4-qt., $7.28 each; No. 31, 6-qt., $7.89 $1.50 per pair. Chicago roller skates 
doz.; medium quality, 16-oz. nail each; No. 35, 8-qt., $8.67 each. | for boys, $1.30 per pair; for girls, 

hammers, $6 doz. LAWN MOWERS AND GRASS $1.40 per pair. 

HANDLES, AGRICULTURAL.—Fair | CATCHERS.—A great many dealers ROOFING AND PAPER.—New ad- 

interest is being shown in future busi- | who neglected to specify earlier in the | Vanced prices are being well main- 

ness. season have now come into the market, tained. Sales are about normal for this 
: = ae. from jobbers’ stocks, and a very satisfactory business is re- | S©4son of the year. 

Oo cago . 

Hay Fork Handles. — Straight, | ported. Prices are unchanged. ot ee SS. Se 
ft $4.50 — —— wert erode. 4% - We nell from jobbers’ stocks, faced prepared roofing, $2.05 per 
4%-ft.. $4 aon 5-ft.. $ 5480 a xX, f.o.b. Chica square; best grade talc surfaced, 
1% ft. $2. 40 de. 4* a 2 oz.; X, Lawn Mewere.—16- in. ball bearing, $2.30 per square; medium talc sur- 

oP k Hondl ft., $2.80 doz. §-knife, 11 in. wheels, $12.35 each; faced, $1.70 per square; light talc 

+ A. b an es.—Bent, chucked 16-in., ball bearing, 4-knife, 10%-in. surfaced, $1.05 per square; red rosin 
and bor est grade with strap, wheels, $10 each; 16-in. plain bear- sheathing, $62 per ton. 
ferrule and cap. 4lQ- ft., $7.50 dez. ing, 4-knife, 10%- in. wheels, $8. 65 : 

a . -50 oS XX, bent, ro strap, each; 16-in. ball bearing, 4-knife, 9- ROPE.—Present prices are firm. The 
st a 4-ft., $5.50 doz.; 4%- | in. wheels, $7.85 each; 16-in. plain d ai d 

-» $5.75 doz.; XX bent, ft. " $4.50 bearing, 4-knife, 9-in. wheels, $7.35 emand 18 good. 
eg $3 — $5.50 doz. Ss bent, 4% each; 16-in., ball bearing, 4-knife, We quote from ‘jobbers’ stocks, 

Rag gg Mn 40 d 8-in. wheels, $8 each; 16-in. plain | f.o.b. Chicago: No. 1 Manila Stand- 

gy =" Fork Handles.—Bent, best bearing, 3-knifé, 8-in. wheels, $5.85 | ard brands, 23%c. to 25%c. per Ib: 
gra _e t. . $4.71 .15 Cg 5 ai -ft., », Wee each. , =. ihe. 22%. - Ib.5 am, : 

" a " Grass Catchers. — Galvanized bot- s 16%c. per oO sa 
ft., $4.40 doz. ; x bent, 4-ft., $2.60 tom, for 14 to 16-in. mowers, full 15i4c. per Ib. 


$3.45 doz.; X, 4%-ft., $2.40 doz. 

ae yy Rake Handles. —XX, 5%- 

$5.25 doz.; X 5%-ft., $3.25 doz. 

+ Handles.—Regular “ot 
XX 41%4-ft., $5.90 doz.; $3.90 
doz.; D handle, best BT, 7. 95 oar: 
X grade, $6 doz. 

Spade WHandles.—D handle, best 
grade, $7.75 doz.: X grade, $6 doz. 


HANDLES, TOOL.—Prices continue 
firm. Very satisfactory sales are re- 
ported. 


We _—, _from jobbers’ stocks, 
f.o.b. Chicag 

Axe i 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.: finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 


HINGES.—The demand is good. Prices | 


unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42: 





packages, $8.80 doz.; galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21- in. mowers, $7.60 
doz.; plain bottom canvas, for 12 to 
16-in. mowers, $5.90 doz. 


NAILS.—There is little lull in the nail | 
business. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.25 per keg base; cement coated, 
$2.55 per keg base. The extra for 
galvanized nails is now $2.25 for 1-in. 
— longer; $2.50 for shorter than 
1-in. 


OIL STOVES.—A very satisfactory 
_volume of business is reported. 


| We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 

3-burner, $22 each list; 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list: 3-burner, 
$28.50 each list; 4-burner, $35 each 
| list; Superfex 2-burner, $36 each list; 








ee ee 


3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 


SASH CORD.—Prices are unchanged, 


with a good steady demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.55 per doz. hanks; No. 8, $12.10 
per doz. hanks. 


SCREWS.—Prices unchanged. The de- 


mand is holding up well. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 78-10 per cent new list: round 
head blued, 76-10 per cent list; flat 
head brass, 76-5 per cent new list; 
round head brass, 74-5 per cent new 
as japanned, 72-10 per cent new 
ist. 


SCREEN DOORS AND WINDOW 
SCREENS.—Present prices will hold 
good for only a week, as jobbers ex- 
pect to advance from 10 to 15 per cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Screen Doors.—No. 266, 2-8 x 6-8. 
$21.15 doz.; No. 296, 2-8 x 6-8, $25.50 
doz.; No. 311, 2-8 x 6-8, $29.85 doz. 

Window Screens.—No. 1833, $4.69 








6-in., $1.60; 8-in., $2.70; 10-in., $4.30 discount. doz.: No. 2433, $5.69 doz. 
per doz. pair; extra heavy T hinges, . d ’ ‘ ’ ; 
in bundles, 4-in., $1.56: 5-in., $1.66: PAINTS AND OILS.—Turpentine ad-| go; pER AND BABBITT METAL.— 
6-in., $2.08: 8-in., $3.56; 10-in., $5.10 vanced 5c. per gallon and white lead in The d : d ith vri r 
agp Rca Rs , e demand is good, with prices con 
P » per. | oil advanced 50c. per 100 lb. The bal- tinuine to b d = 
: g to be very strong and no wea 
ICE CREAM FREEZERS.—Orders are | ance of the staples remain the same as ening in sight 
coming in fairly well. last reported. We ete trem. tebe’ stocks 
We quote from jobbers’ stocks, We uote from jobbers’ stocks, , £0.0. Gatenae: Warranted, 50-50 
f.o.b. Chicago: White Mountain, 1- f.o.b. icago: solder, $42 per 100 lb.; medium, 45-55 
qat., $4.85 list; 2-qt., $5.65 list; 3-qt., Linseed Oil.—Raw, barrel lots, $1.30 solder, 41 per 100 lb.; tinners’, 40-60 
$6.75 list: 4-qt., $8.25 list; 6-qt., per gal.; 5-barrel lots, $1.25 per gal. solder, $40 per 100 Ib.; high speed 
$10.45 list; 8-qt., $13.50 list; 10-qt., Linseed Oil.—Boiled, barrel lots, babbitt metal, $20 per 100 Ib.; stand- 
$18 list: 12-qt., $21.55 list: 15-qt., $1.32 per gal.; 5-barrel lots, $1.27 per ard No. 4 babbitt metal, $14 per 100 
$25.60 list: 20-qt., $33.20 list; 25-qt.; gal. 


Reading matter continued on page 62 
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BETTER PROFITS 
in Yale Padlocks 


Fourteen places to make secure! 

Fourteen opportunities for the sale of another Yale 
Padlock! 

Here’s a comparatively undeveloped market—and 
a chance to make a good profit. 

When a customer asks for a padlock he has one place 
in mind—perhaps he hadn’t thought of the others. 

Tell him about the Yale No. 840 Padlock for the 
garage or the K 836 for his tire rack. Show him the 
Yale No. 8454, a sturdy Yale Padlock for the cellar 
door; the No. 2563 in wrought steel for his golf bag, or 
the Yale No. 453 X to protect his tool-box. 

No padlocks have ever been tested under so many 
different conditions during so many years as those 
which bear the name YALE. 

Let us send you a quantity of the new Yale booklet 
‘*14 places to make secure.’’ Ask us to imprint your 
name. We have prepared the finest collection of pad- 









1. Post Box 8. Tool Box ; . 

® Metroace Gate o Cdl See lock display material ever produced—ready to be 
3. Spare Tires 10. Golf Bag shipped. Full details of the Yale Padlock Selling 
4. Automobile Tools 11. Barn Door Campaign on request. 

5. Bicycle 12. Boathouse P 

6. Cellar Door 13. Boat The Yale & Towne Manufacturing Co. 
7. Garage Door 14. Moving Van Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Padiocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks. Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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Our Quality is 
Superior in every 
detail to our 
competition 


Our rivets even if they 
did cost more would still 


be more profitable for 


you to sell. For over 
fifty years value giving 
has been our best selling 
policy. It is also yours 
Mr. Dealer. Good-will 
crosses the counter every 
time you sell the Tubular 
Rivet and Stud Company 


Brand. 


THATKTTIT Tt 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Stock Arrangement Helps 
Senger & Heller Sales 


HEN the present store of the Senger & Heller 
\ Hardware Co., Portage, Wis., was opened in 
1923, the Registered Democrat, a newspaper of 
that city remarked: “There’s nothing handsomer or 
more conveniently appointed in the line of hardware 





cess of the Senger & Heller 

Hardware Co., Portage, Wis., 
is to be found in the effective man- 
ner in which merchandise is pre- 
sented to prospective buyers via 
splendid fixtures such as illustrated 
above. Fixtures of this type are 
used throughout the store. 


(): of the reasons for the suc- 


display than that afforded in the ‘new’—yes that’s 
the word—hardware store operated in this city by 
Senger & Heller. 


“Everything in the way of interior decoration, fit- 
tings and arrangement is new—from the modern dis- 
play front to the knob on the back door. New show 
cases centrally arranged, new display cabinets, new 
shelving, everything in harmonious coloring and 


finish.” 
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The center of the store is given over to a horse shoe 
arrangement of cases for cutlery, silver, etc. The cash 
register is located in the center of the room and is con- 
venient to the wrapping counter. Household utilities 
are placed in the rear. The right side is devoted to tools 
and shelf hardware while the left side is given over to 
displays of sporting goods in glass enclosed cases. 
Housewares are also handled on this side of the sales 





HEN tools are displayed in 
this manner many additional 
sales are brought about 
through suggestion. Fixtures of 
‘ this type afford customers the op- 
portunity to examine the merchan- 
dise closely while waiting for change 
or a package to be wrapped. 


floor and there is a well arranged paint department 
toward the rear. 


There are no counters in front of the side shelving. 
The only counters used are those in the horse shoe ar- 
rangement in the center of the store with exception, 
of course, of the wrapping counter. 

All merchandise is sampled, unless the actual stock 
is displayed. The offices are in the rear of the store 
and the whole arrangement has been designed to fur- 
nish a very modern and up-to-date store. 
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Choose Your 1925 Stock | 
from This Complete Line 


of Famous Incubators. 


4 
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SIZE and style of 

incubator to ment a 
the need of every cus- 
tomer! A famous line 
of incubators that is 
known throughout the 
poultry world for sure 
hatches and easiest op- - 
eration! 


Taking on the Auto- 
matic line is the one, 
sure way to increase 
next year’s incubator 
sales from your store. 
They offer the custom- 
er exactly what he 
wants in size, perform- 
ance and dependability. They cut his work 





and worry to the minimum and produce good 
hatches unfailingly. They have special pat- 
ented features (such as the famous tilting flue) 
that make the Automatic the most perfect in- 
cubator built. 


Now Is the Time to Consult Our 
Catalog and Lay Your Plans 


If you want a line of fast-selling incubators 
for this year, don’t delay getting the facts 
about the Automatic. The Automatic catalog, 
dealer proposition and full information will be 
mailed on request. The coupon below will 
bring you complete details. 


_ THEAUTOMATIC INCUBATOR COMPANY 


Dept. 3 - Delaware, Ohio 


THE AUTOMATIC INCUBATOR CO. 
Dept. 3 - Delaware, Ohio 
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Send at once your catalog and dealer's prop- 
osition. 
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Protect Your Customers 


~and Profits 


HALL crooks be allowed to 
carry fire arms with evil intent, 
while honest, law-abiding citi- 
zens go unprotected? This 
condition will continue unless 

HOME PROTECTION is preached. 
Evildoers seldom buy fire arms from 
a “straight” dealer. This very fact 
should make retailers talk, advertise 
and sell COLT Protection to their 
customers. Do this from the stand- 
point of good citizenship, to get peo- 
ple’s good will, as well as the profit 
which this sound, business-like policy 
insures, 

In its current national advertising 
campaign, the Colt Company is ap- 
pealing to peaceful citizens (with 
loved ones and property to protect), 
urging them to buy COLT’S fire arms 
for home security—DEFENSE. It 
will pay you to cater to these custom- 
ers. They’re in the vast majority. 
They’re substantial buyers of other 
high grade merchandise you are sell- 
ing. Watch for our message next 
month. 


Colt’s Patent Fire Arms Mfg.Co.,Hartford,Conn. 


Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 


P.S.—HOME PROTECTION makes a 
strong appeal to everybody. Display 


COLT’S firearms—use our series of book- 
lets. 
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THE ARM OF LAW AND ORDER 
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What I Like and Dislike 
About Traveling Men 


January 29, 1925 


By 
John W. Valentine 
President of The 


Wilson Hardware Co.* 
Boulder, Colo. 





ET them among us who are without sin cast 
the first stone.” In the discussion of “What 
I Like and What I Dislike about Traveling 

Salesmen”’ it is going to be difficult for me to lose 

sight of the fact that there might be something, 

even in me, that folks could take exception to. My 
text, however, excludes any thought of the proba- 
bility that I possess a conscience. I anticipate no 

outcry or remonstrance from this bunch when I 

speak of the love I hold for you. I am mindful, 

however, that I could be arrested, and should be, if 

I attempt, even to speak all that is in me to say on 

the anti-love side of this question. 

But, getting down to facts. Above all else I like 
best a regular he-man. A fellow who comes to me, 
speaks his piece in my kind of language, takes 
seriously my word for what I say to him and then 
gets out. Men have claimed that there is no friend- 
ship in business, but the boy whose personality 
and judgment make me like him has little trouble 
in getting an order from the Wilson Hardware 
Company. Just plain, unadulterated “BULL,” up 
to a point just below my recognition of it, sort of 
soothes and does no harm. But the salesman who 
spreads it too thick without the proper mixture of 
common horse sense turns the point of my pencil 
away from the dotted line. 

I do not want a salesman to disregard the rights 
of any man or woman who might be visiting with 
me when said salesman enters my place of business. 
My visitors might be customers who have a right 
to my time. I have known salesmen to bolt right 
into my office at such times, set their cases on the 
floor, then stand around and wait in sort of an 
impatient get-to-Hell-out-of-here attitude, which 
does not set well with me. 

Truthfulness is an asset and is never overworked. 
It is not a very difficult thing for a man who has 
lived to the bald-headed age in the hardware busi- 
ness to pick a liar from the flock. Confidence 
is an order getter. What do I know about values? 
Eighty-five per cent of my business is selling. 
When I know a salesman well enough to place my 
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*From an address before the annual convention of 
traveling salesmen of the Tritch Hardware Co., Denver. 








January 29, 1925 








confidence in him all is well with both of us. On 
the other hand, when my knowledge of him tells 
me that the truth is not in him, both he and his 
house suffer from my lack of interest in the goods 
he sells. 

I would rather not learn of the financial difficul- 
ties of my brother merchants, except in a direct 
way. It is wrong, I think, for salesmen who call 
on both of us to peddle such information. When 
this happens my confidence is shaken, the thought 
always bobbing up, I wonder what he tells the other 
fellow about me. 

There is a time-worn trait in road men, usually 
specialty men, to set on us, after we have placed an 
order for a half dozen of his specialty and often 
before, by telling of our competitor in Longmont, 
or elsewhere, buying the same article in gross lots. 
Now, the only man in my opinion who has a right 
to make me and my business appear small, and get 
away with it, is that man who is in charge of our 
jobber’s credit department. He has a right to do 
this, probably, but never will I accord this privilege 
to a salesman. 

I like a salesman who shows by his actions and 
word of mouth that he feels kindly toward his 
Boss and the House he represents. The man who 
consistently proclaims the goodness of the folks 
that pay his salary is generally a good fellow well 
met. The world dislikes a belly-acher. The Sales 
Manager may be heartless and all to the bad, but so 
long as he stands well with his boss no good can 
come to the salesman who persistently pours his 
long and doleful notes of discord into the ears of 
the country merchants. I hear far too much of this 
sort of thing. 

It is refreshing ‘to hear a fellow say “we” and 
“our” instead of “me” and “my” in speaking of 
the House. It means much to me, also, to have 
him appear when his advance card says he will. I 
believe in a regular schedule. 

With very few exceptions, I do not want any 
salesman to snoop around our place taking an in- 
voice of stock on hand in an effort to force an order. 
There are a few such running at large who are not 
welcome in our establishment as salesmen. 

My confidence in a salesman is enhanced when 
his house places in him sufficient power and re- 
sponsibility to enable him to make credits and ad- 
justments on the spot, while making his regular 
visits. Correspondents and trouble shooters in 
many of our wholesale houses lack the personality 
that breeds good will in us little fellows out on the 
prairie. Good salesmen are able to look on both 
sides and do the things best for both dealer and 
jobber. 

Traveling Salesmen as a class, I believe, are good 
friends of mine. Most of the regular men are as 
welcome in my office as a cancelled note from my 
bank. Things I have mentioned here have been 
picked from the mob, gathered through the years 
that have gone. I am exceedingly glad that no op- 
portunity is given on this program for you to tell 
what you like and what you dislike about the retail 
hardware merchant. Many of your faults, perhaps, 
can be justified by the caliber of us fellows vou are 
forced to visit, but so long as we hold the buying 
end we have the advantage. It has been a great 
joy to me—this thing of saying things about you 
in the presence of and under the protection of your 
BOSS. 
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ARCADE 
TQYS 


“They Look Real”’ 
50 Years of Leadership 


in popularity and profits 


Known to dealers everywhere as quick 
sellers at real profits. Known to children 


and parents everywhere as better toys be- 
cause they are such “‘perfect imitations — 
and nationally advertised. Here are a few 
livest”’ 


of the “ 


of our live numbers. 
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aa SAFETY COACH _ 





The toy Fageol Coach built entirely of cast iron and at- 
tractively painted in a choice of three colors—blue, white 
ivory and red. A sturdy toy and one that the kiddies 
long to possess. Can be supplied with rubber tires at 
small additional costs. 





RED BABY TRUCK ine Body) 


One of the twins—A perfect imitation of the real Inter- 
national Red Baby Truck with the exception of the body 
hoist. This together with the other model or the sta- 
tionary y make a pair of toys that will fill any 
childish heart with delight. Attractively finished in red 
and substantially built of cast iron. Rubber tires fur- 
nished at small additional cost. 
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FORDSON TRACTOR 





Here is the miniature toy Fordson Tractor. Attractively 
painted in gray and red with gold trimming and furnished 
with either smooth, lugged wheels or rubber tires. Let 
this toy repeat for you the sensational sales of last 
season. 


Arcade Manufacturing Company 
Freeport, Illinois 


AKCADE 


HARDWARE 
and TOYS 
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Coming Hardware Conventions 





AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Dallas, Texas, 
April 21, 22, 23, 24, 1925. Headquarters, 
Adolphus Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York City. 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 

CALIFORNIA RETAIL HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAROLINAS 
CONVENTION AND EXHIBITION, Spartanburg, 
Ss. C., June 9, 10, 11, 1925. Arthur R. 
Craig, secretary-treasurer, 717-718 Com- 
mercial Bank Building, Charlotte, N. C. 


CONNECTICUT HARDWARE 
CONVENTION, Hotel Burritt, New Britain, 
Conn., Feb. 19, 20, 1925. Henry S. Hitch- 
cock, secretary, Woodbury. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 17, 18, 19, 1925. Leon 
D. Nish, secretary, Elgin, Ill. 


IDAHO RETAIL HARDWARE & IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Owyhee 
Hotel, Boise, Feb. 18, 19, 20, 1925. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, sec- 
retary, Hardware Building, Mason City. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 25, 26, 27, 1925. Karl S. 
Judson, 248 Morris Avenue, Grand Rapids, 
manager of exhibits. A. J. Scott, secretary, 
Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. GC H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


ASSOCIATION 


MISSISSIPPI RETAIL HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 8, 9, 10, 1925. Guy Nason, secretary, 
Starkville. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmadge, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan, 27, 28, 29, 1925. W. W. Me- 
Allister, secretary-treasurer. Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 East Washington Street, Indian- 
apolis, Ind. 

NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel; exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 

NEw ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 80 
Federal Street, Boston 9, Mass. 

New YorK STATB RETAIL HARDWARD 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 18, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

NorkTH DaKoOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 11, 12, 13, 1925. C. N. Barnes, 
secretary, Grand Forks. Mr. Barnes may 
also be addressed for information in con- 
nection with the exhibit. 

OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. / 

ONTARIO RETAIL HARDWARE ASSOCIATION 
CONVENTION, King Edward Hotel, Toronto, 
Feb. 17, 18, 19, 20, 1925. W. F. Macpher- 
son, secretary, Prescott, Ont. 


OREGON RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Multnomah Hotel, Portland, March 4, 5, 6, 
1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND IMm- 
PLEMENT ASSOCIATION CONVENTION, Daven- 
port Hotel, Spokane, Wash., Feb. 25, 26, 27, 
1925. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 


PENNSYLVANIA AND ATLANTIC SBABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SoutH DakKoTa Rerarm HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION CONVENTION, Dallas, Tex., April 21, 
22, 23, 24, 1925. Headquarters, Adolphus 
Hotel. John Donnan, secretary, Richmond, 
Va. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION, COMPRISING TENNESSEE, ALABAMA, 
GEORGIA AND FLORIDA, CONVENTION AND 
EXHIBITION, Birmingham, Ala., May 12, 13, 
14, 1925. Walter Harlan, secretary-treas- 
urer, 701 Grand Theater Building, Atlanta, 
Ga. 


SOUTHERN CALIFORNIA RBTAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
Ambassador Auditorium, Los Angeles. 
March 18, 19, 20, 1925. H. L. Boyd, secre- 
tary-treasurer, 618 Hellman Bank Building, 
650 South Spring Street, Los Angeles. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 
Thos. B. Howell, secretary-treasurer, Rich- 
mond. . 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 


torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 


Jacobs, secretary-treasurer, Stevens Point. 








A Field Survey Will Reveal Interesting Facts and Factors 


Te retail merchant ought to know his local market and his own trade intimately, and his success will 


depend to a large extent upon this knowledge. 


small, should know about his market and business. 


“From what sections and from what classes does he derive most of his patronage? 


Here are a few of the things the merchant, large or 


What does the town 


think of his store—as to prices—as to dependability—as to service—as to courtesy of the sales people? Is 


his credit department and policy making friends or enemies—attracting trade or driving it away? 
extent are his advertisements read? 
What departments least popular? 
Is his stock arranged as conveniently as his competitor’s? 
How many people are ‘knocking’ his store 


ular, and why? 
those of his competitors? 


idea that things are ‘easy to find’ or ‘hard to find’ in his store? 


To what extent are they believed? 


To what 


What departments are most pop- 
Are his windows making as good an impression as 


Do people have an 


because of some particular personal dissatisfaction? With how many and what kinds of people is his store 


the first choice—the place where they begin their shopping? 


last resort?” 


With how many is it the second choice or a 


The merchant who knows such facts as these is well on the way toward giving his market the goods and 


the service it wants.—The Spade. 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 





The fact that your store may be a little 

further for him to go—isn’t the point— 'uNTED SER 

“Perfect” Brand Screen Cloth is what he’s S- 

after and the dealer who has what he wants — 
gets the business. 


Your jobber stocks “Perfect.” 





SO TURMOIL UM UU UU ULC IMUM LILO CML QUINLAN it 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


SUAS TULA 





2—Bright-Finished 
Heat-Treated Cap Screws 


Heat-treated cap screws made by the upset method are known 
to be superior to ordinary screws—but, you may have had ob- 
jections to the dark mark left by the heat-treating process. 
If so, you can now supply your trade with the nationally 
known Ferry Heat-Treated, Bright-Finished Cap Screw at 
no additional cost. 


The method of eliminating the dark mark in heat-treated 
cap screws is just another Ferry feature. 7 


Ferry Cap and Set Screws are packed in exceptionally strong 
boxes. Our prices are right and delivery prompt. Stock Ferry 
Screws exclusively and satisfy your customers. Write us today. 


“If at's upset—it must be heat-treated” 


The Ferry Cap & Set Screw Co., Cleveland, Ohio 








PROCESS SCREW 
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Pipe Couplings 
Scratch Brush Wire 


Rivets 





2 : 
BRIDGEPORT, CONN. 


Trade Mark 
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THE BRIDGEPORT SCREW CO. ; 
4 
/ 
7. 
Bridgeport, Conn. % 
/ : 
Representatives: 
"4 ao e E. Quigley, Detroit 
Dan ell, Dallas, New Orleans ¢ 
é Milton Pray ‘<a. San Francisco, Los Angeles, Seattle , 
o 
"4 
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Excelsior Clothes Lines 


Solid 
Twisted 
pay 
adhe | Hollow Cable 
people who do not ré rozen 
oy hee = | Reinforced Hollow 
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consider them until | get 
soiled or marked by p hen 
we stop to think. 
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Galvanized lines, 4 
the strongest of the t 
also the most expe 
permanent and have 
not knotting or gett 
Contrary to what 
they will not rust 
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ge of 
place. 


Cae ol American Wire Fabrics Corporation 
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. | Wickwire Spencer Steel Corporation 
ines, for 
a permanent plag yilling to 
invest a little satisfac- General Offices 
y do best 41 East Forty-second Street, New York 
Ithough 





— Western Sales Office 


208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia Cleveland Detroit 
of clip- Sar Francisco Los Angeles Seattle 
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gland Homestead) 
































January 29, 1925 HARDWARE AGE 























IKE a faithful friend, the New Im- 

proved Gillette fulfills the promise 
of first acquaintance. In addition to 
absolute comfort in the actual shaving, 
it leads to a perfectly groomed appear- 
ance, so necessary in today’s affairs. 
Four million men already know this— 
but more than twenty-seven million 
don’t. Many of these live in your com- 
munity—they are your customers. 
Tell them! Convince them of the THREE 


REASONS—and make a nice profit selling these 
New Improved Gillettes. 


GILLETTE SAFETY RAZOR CO. 
Boston, Mass. 


What are these Three Reasons? 


Your name on a postcard and 
The New Improved you'll soon hg aa 
greater profit. No obligation 


atever. 


























RINGCO Bathroom Fixtures 


Now ready for you and your customers in the New 
Highest Quality White Enamel Finish. 





Over 300 beautiful designs to select from which 
may be had promptly right from stock in either White 


No. 03672 White Finish 
Enamel or Extra Heavy Nickel Plate. 


All constructed of Solid Brass and guaranteed to 
give a lifetime of service. They never rust. 

Brass screws finished to match. 

Your Jobber will be glad to supply you. 


Send for New Booklet just off the press. 


AMERICAN RING COMPANY 
: Waterbury, Conn., U. S. A. 
: , re Branch Offices: 


New York, No. 2 Hudson St. 

San Francisco, No. 116 New Montgomery St. 
Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 
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No. 03767 White Finish 
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“YANKEE” RADIO TOOLS 


The handiest tools ever made for Radio Work 


“YANKEE” TOOL SET No. 105 


Contains Ratchet Holder (6%” over all) for all attachments, comprising one 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench, one Reamer 
and one Wire Bender. (See illustration.) 

Packed one set in extra heavy cardboard box. Weight 1 lb. 


*““YANKEE”’ RADIO DRILL No. 1431 (with special display box) 


A small, powerful drill especially designed for Radio Work. Has special chuck 
with 9/32” capacity, to take largest drills usually furnished with Radio sets. 
Length over all 942”. Wt. 14 Ibs. 


DISPLAY STAND (See Illustration) 


For Tool Set No. 105 and Radio Drill No. 1431. 
Furnished free with each order for 1%, doz. No. 105 Tool Sets, and two only 1431 
Drills; but only when specified on order. 





Your Jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 
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Improved Nipple Holder 





No. 20 for No. 2 Stock 

Range %—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 
when you carry one of these tools. 





RUE economy in the selection of Screw or Bolt Products 
consists in using those that are exactly suited for their 
particular, service and that possess unexcelled quality and 





The Armstrong Mfg. Co. we 
Bridgeport REED & PRINCE MFG.CO. ,,... 
Conn. . WORCESTER, MASS..U.S.A. 





WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. 
——EEE—————————— 














Growing demand for 
Ww. ROSE Tools 


Me =, 1S the result of our use of choice ma- 
es terial and skill. 


Wm. Rose & Bros., "en = 


Selling Agents 
= Wiebusch & Hilger, Ltd. 
No. 111]1—6 inches Wide Heel Cut Back New York 
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Fifth and Last Peint 
ef the Clemson Star 





STAR 


HACK SAWS 





CLEMSON HEAT TREATMENT 


Star Hack Saw Blades are heat 
treated in electric furnaces which 
are equipped with automatic elec- 
tric control. Star Blades are abso- 
lutely heat treated to specifica- 
.tions, thereby possessing a marvel- 
ous uniformity. 


Makers Since 1883 


CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 














Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know what he 
wants and who know how to 
provide for those wants. 





Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 
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FORSTNER 
Labor Saving 


AUGER BIT 







Bores Any Arc 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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**Globe”’ | 


Plumb Bobs 
Sell Easily 


as they are perfect in balance, attrac- 
tive in appearance, and reasonable in 
price. 

Made of brass, with screw caps and 
steel points, in both long and short 
neck types, they fill all requirements. 


Furnished in short neck type in 6 
and 8 oz. weights, and in long neck 
type in 6, 8, 10 and 12 oz. weights. 





Not only easy to sell, but profitable 


! 
Long Neck Type too. 
Just write for prices today 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 
Philadelphia Washington 


Branches 





Chicago New York Milwaukee 
New Orleans Pittsburgh "factory 
San Francisco Chicago. Illinois 
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(Reg. U. 8. Patent Office) 


© WOOD SCREW CO. 
Continental 7o°R.saa Ma 









MACHINE 
SCREWS 





















Just off the press. The 
latest edition of our 
general catalog. Send 


for it. 


There is a Kimball Elevator built 
for every requirement. Light dumb 
waiters or heavy elevators, lifting 
upwards of 30,000 pounds, high 
speed passenger elevators, hand- 
power and electric elevators of all 








READING ane types are built and in- 
CUT NAILS KIMBALL BROS. CO. 
72% Greater Holding Power 1117-41 9th St. 15 E. Fayette St. 
Than Wire Nails EAMBAS CITY — oo 
READING IRON COMPANY eel el PeRY ERs 
Reading, Pennsylvania SRvaeiins Bi Si 








Also makers of RICO Hard Cut Floor Nails, made to 
drive into hard wood without bending. 


inane 
SR 

























Bronze and Copper 
FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 
One Million Square Feet in Stock. 
Write for Prices 


SPAR GO WIRE CO. 
ROME, NY. 
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Tacks Well 
Displayed | 
Are Half | 

Sold | 








Special Carton and Package at Same Price as the Old Style 


Gives Both Jobber and Dealer an Assortment of All Tacks Needed 
Carry Less Stock and Sell More Tacks 


ae | Superior Tack and Nail Co., Derby, Conn. 
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Manufacturers of 


BOLTS NUTS WASHERS 
RIVETS SPIKES 
PLAIN AND UPSET RODS | 
IARROW TEETH, IIINGES 
WAGON IRONS 
| SINGLETREE TRIMMINGS 
FLOOR NOOKS 
CAR FORGINGS 
GENERAL FORGINGS 
ANCHOR SHACKLES, CHAIN LINKS 
| POLE LINE MATERIAL 
COTTON TIE BUCKLES 


BAR STEEL, CONCRETE BAR, ETC, 
“TYRONE BRAND” 
PICKS, MATTOCKS, GRUB HOES 
CROWBARS, WEDGES 








General Office and Works, Pittsburgh, Pa. 
Eastern Office: 50 Church St., New York City 


Pacific Coast Office: Monadnock Bldg., San Francisco, Cal, 
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Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so the bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


(i) INDEPENDENTJOCKCO.> 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 











No. 315 8-in. Iee King Plow 
No. 412 Plow Rope 

No. 422 6-ft. Ice Saw 

No. 444 Splitting Forks 

No. 457 Calking Bar 

No. 458 Bar Chisel 

No. 47@ Floor Shaver 

No. 47@ Ring Splitting Chisel 
No. 500 Line Marker 

505 Scoop Net 

520 4% ft. Iee Hooks 
520 6 ft. Ice Hook 

1 No. 520 12 ft. Ice Hook 

1 No, 640 234 in. Boston Tong 


Get your share of this business. 
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This list may be sdded to if con- 
ditions demand. 





Bend for complete Catalog. 


| ; For you—an opportunity to increase profits NOW ¢ 
Here is the List! 
The ice harvesting season will soon be here—the dealers—thousands of ice harvesters, large and 
tools and machinery needed are being bought NOW. small. This field is developed—someone is selling 


There’s a big market—farmers, dairymen, creamery 
ectioners, ice cream manufacturers, ice 


MAIN OFFICE: 7 HILL ST., HUDSON, NEW YORK 
New York: 50 Church 8t. 


Boston: 222 State Street 
Plants: Hudson, N. Y., and Oakmont, Pa. 


(TROTPG 4 i%5: 
ICE HANDLING MA 





ice harvesters the tools they need—why not you, 
too. Write for Cataleg No. 76 and sheet of attrac 
tive discounts. 


Chicago: 565 W. Washington St. 
Pittsburgh: Peoples Bank Bidg. 
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TELESCOPING. 
We 100% EXPANDING SPRING POSTS 
LOCKING POSTS 


























Keeping the Big Catalog 
Up-to-Date 


No matter how extensive your line is, it 
takes no time at all to make changes in your 
catalog if you use a PROUDFIT “JB” 
binder. 


Lift up any number of leaves, telescoping 
spring posts hold them in alignment while you 
insert or remove sheets, so that they go back 
into place easily and without loss of time. 


Write for Pamphlet. 


PROUDFIT LOOSE LEAF CO. 
19 Logan Street Grand Rapids, Mich. 





STOP HEED 


Replenish 


Your 


Hardware 


Hard-wear 








SPRING HINCES 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 





BOMMER SPRING HINGE COMPANY 
Manufacturers BROOKLYN, N. Y. 

















NOW BEFORE 
THE FARMERS 





~we 








TOWNSEND'S ay Stretcher 
ae 





Only successful one man stretcher for 
stretching plain, twisted, barbed and woven 
wire. Grips tight. Oan’t slip. One man 
can do it all. If your dealer can’t supply 
you write direct. 











PUT IN A FEW—THE 
FARMERS WANT THEM 


If you are not all ready to supply this stretcher 
to your trade you should look to your needs at 
once. Here is the original Townsend stretcher as 
made and sold for more than 30 years. It is the 
only successful and practical one-man woven wire 
stretcher made and is equally as practicable for 
plain, twisted or barbed wires. We are telling 
users about this tool in farm paper advertising 
and you will surely have calls for it. If your job- 
ber hasn’t it, write us direct. 


F. J. TOWNSEND 
BOX 268 PAINTED POST, N. Y. 











Universally accepted as the best 


Universal Hose 
Clamps have been 
used by the trade 
for years. 


Their consistently good qual- 
"Te elele ei oe el sia 4 ity both as to material and 
rt ar iat atin workmanship have estab- 
Mintitacidanibnitecibed. nas lished them as clamps that 
Url” (5 ei of ol 016i ate! » can always be depended upon 
rove: to do their job—and do it 
s eleteteleltelie well. 
Their size adaptability, ease 
“is eisielele of installation, leak preventive 
feature and rust-proof con- 
struction makes them all that 
a good clamp should be. 
Universal Clamps are manu- 
factured from cold _ rolled 
steel wire—not strap. Their 
edges are smooth, Every 
clamp is “Electro-Galva- 
nized.” 
One size—1 to 3 in. fits any 
hose of any size. For oc- 
casional needs of small Lose 
we make a Junior Clamp 
adapted to % to 1% in. a 
justability. 
Specify the genuine Uni- 
versal Clamps. Be sure you 
get them. Our name is on 
every clamp and every box. 
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Patents Granted Universal 
March 1. 1921 Industrial Corp. 


Hackensack, N. J 


HOSE 


CLAMP 
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Anchor Brand 










MARK 
‘ ' 
Clothes Wringers 

s Best a oy 
Ww 5 ae gag Wasgans- 

Made in dif- i 
ferent styles * > = ‘de rful 
to fit every total offi ienc in 

kind of Laun- iit i 


using the cor- 
et fA rect type of 


dry tub. ——— 
“ = > os = 7 202 | = ——— —— 4 Wringer. 
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All Dealers should have in stock ANCHOR 
BRAND Wringers to fit Round, Wood, or lron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


We solicit your orders, which will be 
shipped promptly 


Lovell Manufacturing Co. 
Tre Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers in the World 





The N ew 
Boston Rubber Chair Tip 


SprinGriP 
Trade Mark 


The Tip and Its Parts 


Brass Nail 





Brass Washer 


a 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 





Spring 
Socket 


vm oan 
“ 


Patented 
Send for Catalogue 





Manufacturers of Rubber Specialties 


THE ELASTIC TIP CoO. 


370 ATLANTIC AVENUE BOSTON, MASS. 

















Sell More 


Melier Shelving in Payne-Oummings Hardware Oo., North Adams, Mass. 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 

Let us show you how to increase your sales 
without increasing your stock. 


Write fer Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory: Eastern Display Room: 


700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 














The “AJAX” 


Handsome in Appearance 
Efficient in Operation 


§ OT thu 
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Type 3001 
The Ball Bearings in the “Ajax” Spring 
Pivot Hinges are at its top, where they 
should be, away from dust and moisture. 
Its alignment device is easily accessible; 
its piston has roller bearings to overcome 
friction and the ample steel spring has a 
simple tension adjustment. 
Further particulars and prices will be found 
in Catalog H 39—yours for the asking. 


Chicago Spring Hinge Compans. 
Chicago New York 


~( CHICAGO) 
SPRING HINGES 
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HAVE cold-drawn (Allen process) sockets, guaranteed unbreakable 
in practical use. Box Sets and Bag Sets, in the handiest possible 
combinations for mechanics and car owners. Features and prices 
in new Allen catalogue; send for copy if you sell—or use—wrenches. 


THE ALLEN MFG. CO., 


UPERIO 





Hex Mesh 
POULTRY NETTING 


G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 

































\ 


American Steel & Wi 
San Francisco, Los Angeles, 
ZINC INSULATED FENCES: American, Royal, Anthony, 
WIRE for every purpose 
Insure perfect shelf service for any line of mer- | 
danger of falling. Cushioned Tired Trolley and 












ss  -T 


139 SHELDON ST. 
Chieago, New York, Bostes 
Denver, Birmingham, Dallas 
Portland, Seattle 
BARBED: Ellwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman 
National, U. S., nner. 
BANNER (formerly Arrow) STEEL POSTS 
CONCRETE REINFORCEMENT 
TIES: Old reliable brands 
Quick Delivery. Write us for selling plans. 

° TIRE 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, C. Utilize 
small Make top shelves safely rt 0 

ND: 


HARTFORD, CONN. 
U. 8. Steel Products Ce. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
BALE 
TELEPHONE WIRE 
Both hands free to remove or ~~ stock without 





or tt it 









na 


space. 
available for stock purposes. One 


style—neat of design—nicely 
finished—any height ceil- ns oe 























ing. Thousands in 
use. Circular on 


az 












its 
Satisfied M 


ZG, Customers 


Profitable 
Sales 


FA Russell Jennings Mfg.Co. 


Chester, Conn. 













21-132 










A hii 








PaineToggle Bolts 


ede 4 my & toggle 
a movies. . 


The wings open instantly 
in any position in hollow 
material. 
Any style head 
Any length bolt 
Standard bolts threaded 
to head . 
Requires no guiding— 
just insert—The spring 
does the rest. 
Samples on request 


no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Il. 
33 Warren St., New York, N. Y. 








sional 
well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 








= 
= s 


Geo. W. Diener Mfg. Co. 
400 N. Monticello A ve., Chicago, lil. 
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HARDWARE JOBBERS’ 
CATALOGUES 
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jJ. H. YEWDALE & SONS CO. 
MILWAUKEE 


1865 —— 1925 
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SAMSON CORDAGE WORKS 


Boston, Mass. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord, Awning Line, 
Dumb-Waiter Rope, Etc. Send for Catalogue and Samples. 


BRAIDED CORDS and COTTON TWINES 








Heavy Duty Socket Wrenches 


ta. 4 O Offset Type | 
. — 24° ~e 


Extra strong construction with extra depth sockets— 
heat treated. 


Plain lacquer finish—twenty-six standard sizes. 
Ask for Catalog No. 500. 


WALDEN - WORCESTER 


INCORPORATED 
WORCESTER, MASS. 























A Double Attraction 


The Rock Island “RADIOVISE” will attract more cus- 
tomers and is a rapid selling item with attractive profits. 

Finished in bright red colors. It will liven up your 
vise display and make a neat appearance in the showcase 
or window. 

A splendid type for home, garage, radio and shop work. 

A real quality business like ( 


vise. Just heavy enough and 
not too large. 


Type and Sise 





Write us for prices and 
details. 





ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 








Mr. Dealer— 


Every blotorch user in your community 
is interested in Turner No. 45, because 
resent-day fuel makes single needle 
eae Soe obsolete. Turner’s patented 
Baffle and Heater Plug gasifies present-day 
gasoline or kerosene—in addition gives 
400 degrees more heat. Separate needles 
for fuel control and ejection, safety valve, 
one-opening tank, pistol-grip handle, etc., 
are all exclusive Turner patents that will 
appeal to your trade. Get Turner from 
our jobber—they sell—and stay sold. 
FEAR ESSLY GUARANTEED. 


(Tomes 


Edgewood Ave., Sycamore, III. 


New: York Office and Warehouse: 


World’s Largest Exclu- 
108 Charlton St. 


sive Makers of Blotorches, 
Fire Pots and Brazers. 








ORTERS 
pol Clippers 


Power—and the quality of 
metal and workmanship to 
stand the strain when the 
maximum of power is de- 
veloped—typifies PORTER 
tools. Sold by leading 
hardware jobbers. 


Arsenal “ 


S 


uf 


ya \ 
ANN 


. 
N 
Bsc? 
— 


‘ aha ' 


A ANN 


He Pp ine 
24?) - oe 
EVERETT, MA5> 












Osborne High Grade Punches 










c O-BoPpentees 


Belt Punches. Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. 
~——- Trimmers’ and 
quslity. 


Also: Leether 
Upholsterers’ and Plumbers’ Tools of superier 
The above tools will please your customers as well as our famous Reund 
end Oval Punshes. 


Remember we have hed 98 years 


of suceessful manufacturing experience, 
employ enly skilled workmen and use the finest quality of materials in 
making eur products. 


We stand back of every tool we make. Try us. Write for Catales 
and Prices. 


©. S. OSBORNE & ©O., NEWARK, N. J. 
ESTABLISHED 1826 















KEYCO ‘ ADJUSTABLE 


IPE WRENCHES 


ke 
Te x KEYEO sy 
Pus Face NEe 


Mr. 
N¥ ur SCO 
A 





PATENT APPLIED FOR 


“Keystone quality.” Made from Alloy Steel, heat treated 
our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 


pipe. nuts or studs. Fully Guaranteed. Packed 12 to a 
rton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 
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DEALERS WANTED EVERYWHERE 















































CRECOITE TOOLS 


A complete line of qual- 
ity tools at medium 
prices. Ask your jobber 
or write for Catalog H. 


MARION TOOL WORKS, INC., Marion, Indiana 







Nail Hammer 








ie” pli 





Robertson “Horse Shoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- 
ing. Awarded the Silver Medal 
(the highest offered) at the Panama-Pacific Exposition. 
Good profit. Write for price lst. 

Name and design trade marks registered U. &. Pat. O@. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 

















} Settees 
CHAIN-LINK 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
Fer Small Tools, Utensils, Electricel Goods, Etc. 
BS WE PROTECT THE DEALER. 
IBS 


lron Fence, Gates 
Vel! faliny () 
oe | | General Iron 
“ | WIRE FENCE 
STRATTO 
Enomeling, both baked and air dried. 
MACHINISTS’ TOOLS 
BROWN & SHARPE MFG. oe. 


wn Vases 
and Wire Work 
eet 
/ poe cill | 

Ask for Catalog — 
STRATTON MFG. CO., Stratton, Maine 
The first choice of skilled mechanics for three generations 

Providence, R. I., U. 8S. A 








—E——— 
















WRENCHES 


J. H. WILLLAMS & CO. 
“The Wrench People’’ STANDARD FOR 
New York BUFFALO Chicago HALF A CENTURY 























Waste — Mops — Wicking 
& Cleaning Cloths 
A*) Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. S. A. 
New Yerk Office ~ - 350 Brouauway 





MASCO 
PRODUCTS 











cLass “JT .E;, NOX” cutters d 
Re 





“The Toots in Lhe Pra Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. © 


HACK SAWS - BAND SAWS — SCREW DRIVERS - GLASS CUTTERS 








Makers of Every 
SS 
Nut and_ Bolt. 

The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Dayton, Ohio 


Western Factory: 
om 





~ REQUIRES 
ONLY 
HEAT” 


SAMPLE 














Wright’s Patent Machine Expansive Bit 
Expansive Bits of All Kinds 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 











TEEPE CHUTE EEE eee ee 


‘PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant of 
1000 MILITARY RD., BUFFALO, N. Y. 





BARTLETT Two Hand Pruner No. 777 


Built right with blade on at side from general cus- 
tom. Left hand operates Hook Handle—Right hand the 
pruning blade. 

Hook remains station- 
ary while blade closes. 
Cannot injure trees. 
Drop forged with 26” 
White Ash Handles. Write for Catalog. 


BARTLETT MFG. CO. 430 E. Lafayette Ave. Detroit, Mich. 


Zu 

















PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg.Company 
Nashua, N. H. 


























He’s up and going 


and touches the ta of turnover 
first. He’s the dealer with a line 
of Rome Copper Utensils. 
Write— 
ROME MFG. CO 


Factories and Offices, Rome, N. Y. cS 
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Below Zero Torches Graffco Glass Pushpins 


TRADE MAAK REG vs marorr 








No. 208 Improved Double Needle ; 
Torch is the best for extreme cold Have Strong, Tool-Tempered Steel Points 
ghey Bg BY C> firmly set in clear glass heads with dome 
300 degrees more heat burning flange. No superior. Two handy sizes for 
low test gasoline. e cleaner : ° . . . 
acalle Geeta Ge Gane eatiies J hanging light articles, pictures, etc. Retail 
from clogging and keeps the price 1oc packet. 
——s ‘ besnee at a =e ene. 
ey are the mo popular for 
NNTONE AMR emergency use and below sero Graffco PicruRE HANGERS 
U MFC.€O , temperatures. Why bother with 
N wy: *heaply constructed Torches? Job- have tool-tempered steel nail, held in place by patent spring 
DET 0.2 ys bers supply at factory price. Send tongue. Nail is adjustable, removable, but cannot fall out. Three 
ee for catalog. sizes, supporting 10 to 100 lbs. Retail 10c packet. 
Py ae 
CLAYTON & LAMBERT Write for samples and offer. 





MFG. CO. Graff-Underwood Company 
No. 208 Torch 10619 Knodell Ave. Signals, Clips, Pencil Sharpeners, Index Tabs 
Ask for latest price. DETROIT, MICH., U. S. A. 18 Beacon St., Somerville, Boston 42, Mass. 




















IDEAL LINE The New Glue! 
MS Frama codfish mee only. emg 
m ties. t stai is- 
ROLLING STEP LADDERS color, but sticks with geal qunath. "A 
perfect glue for all home and office uses, for 
carpenters, cabinet makers, upholsterers, pic- 


oa. Prompt oe —< ow Bagg Fm age Bottles and 
: ubes, -gill, gill, -pint, pint, quart and 

are 25% Shipments gallon Cans. Ask your jobber. 
lower than 
any other We ——- 

Rolling — 9 
Ladders Shelving. 

on the 


Market. 


Complete LIQUID 

Satisfaction Catalog on Made by Am ’s Big- 
Guaranteed. Request. gest x + oT Codfian 
—Makers of Gorton’s 





*‘No Bones’”’ Codfish and 

















SUCCESS FURNITURE CORP. saad I 
St. Louis (Kirkwood), Mo. Gorton-Pew Fisheries Co. Ltd., Gloucester, Mass. 
THERE’S MONEY FOR YOU N o rthlan d Ski 


IN THE HANDY SLICER @@ 
Profit Makers Are Always Welcome 


Handy Fruit and 
Vegetable Slicer 
No. 6-S 


It slices all kinds of Fruits and Vegetables 
in an infinite variety of fancy and attractive 
designs absolutely without waste. Apples, 
pears, bananas, pineapples and other fruits 
sliced with a “Handy Slicer” prepare a 
dessert excellently and quickly. Once used 
for slicing apples for pies it will be consid- 
ered invaluable. 

Potatoes, beets, radishes, cucumbers and 
other nbrous vegetables become tender when 
sliced ‘‘Lattice” fashion. 


Advertising 


brings thousands of in- 
quiries each year. Every 
one is referred to the 
Northland dealer in the vi- 
cinity. A sale is usually 
made, and frequently a 
very substantial one. 


We shali be glad to 
send you a catalog is 


and price list. 


NORTHLAND SKI MFG. CO. 















































HANDY THINGS MFG. CO. - World’s Largest Ski Manufacturer 
LUDINGTON, MICH. 22 MERRIAM PARK ST. PAUL, MINN. 
PEE RLESS Packed 1 or 2 doz. 10c pkts.to a Carton 
oe de * 
. ure Send for 











Advertised for 








EF t AY D E RS Illustrated 
oor FORD CARS Folder of 25 years 
The CORCORAN MFG-CO- CINCINNATI Counter Great Demand 
Displays Good Profit 






















THE GENUINE 
HUNTER’S SIFTER aane ave 
Push-Pins Push-less Hangers 
The Standard of the World Since **Glass Heads- Steel Points’ ** The Hanger with the Twist” 
1880 . . 
To “Hang Up Things ” in Homes, Offices 
Imitated But The Fred J. Meyers Mfg. Co. and Schools. Ask your Jobber. 





Never Equalled Hamilton, Ohio Moore Push-Pin Co. ( Wayne Junction), Phila., Pa. 


























HARDWARE AGE 





An Effective Low Cost Contact with Hardware Man- 
afacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Boz Number Address. 
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pportunities 


t Solid, Minimum 50 words............ sooecdescoovesseede 
Each additional 
All Capitals, Minimum 50 words.......ccccccccscecessccecs 


WORE. ccccece 


Each additional word......++sse.-. sseoevees seedees soe df 
1 inch **Box’’ eeervreeeeeeeeeeeeeeeeeeeeee eeeeeeeaaee eo eeeeeese@ 6.00 
ey WD Cn nc chose wensswasuseonasesonees «+e 4.00 


4 insertions, 10% off; 8 insertions 15% off 
Remittance Must Accompany Order 
50% off the above rates for Positions Wanted Advertisements 





Business Opportunities 


Help Wanted 


Sales Accounts Wanted 





HARDWARE, PAINT AND HOUSEWARES 
store for sale in one of the fastest growing towns 
in Central New Jersey; 6,500 inhabitants, two 
stores. All new fixtures, practically no dead stock. 
One of the best buys ever offered for a man 
with limited capital. Inspection invited. Ad- 
i H. Highland Park, New Bruns- 
wick, ; 





FOR SALE—Stock of shelf and builders’ hard- 
ware, paints, household utensils, stoves, washers, 
wheel goods and toys. Sales this year $105,000. 
Business established and growing, central location 
on main street in one of the best manufacturing 
cities in ae of over meee population. 





Address Box , care of ARDWARE AGE, 
New York. 
Help Wanted 








— 
| WANTED: ! 


Experienced Hardware Catalogue 
Compilers 


Permanent position. State age, length of 
experience, salary expected, and give refer- 
ences. Address Box 7094-A, care of Harp- 
WARD AGB, Otis Bldg., Chicago. 











! Hardware Salesman 


) Experienced man with car to call on retail 
hardware stores in Chicago, and vicinity. 
Give age, references and experience. Address 
Box 7095-A, care of Harpware AGE, Otis 
Bidg., Chicago, Ill. 








=) 








Positions Wanted 


HARDWARE MEN WHO WANT experience 
that fits them to sell or improve their egiling 
want Norvell’s “Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then er your 
copy ($3.00). Harpware Ace, New York. 





Sales Representatives Wanted 





HUSTLING SALESMEN wanted to sell on 
liberal commission basis our popular line of 
labor savin Tht Weeder Hoes to hardware 
trade. REICHARD MFG. CO., Bangor, Penna. 





() HARDWARE and CUTLERY SALESMAN 


with 18 years’ experience desires to make 
connection with manufacturer. Knows all 
the hardware and sporting goods jobbers, and 
is well acquainted with the larger retail 
trade in all parts of the United States. 
Has had foreign experience and opened eleven 
offices abroad. American, thirty-eight years 
of age. Will go anywhere. Address Box 
({ G-455, care of Harpware AGr, New York. | 











REPRESENTATIVES WANTED. A manu- 
facturer of high grade coaster wagons requires 
representation in several states. Exclusive terri- 
tory available to big producers. Salesmen cov- 
ering terri in a car handling one or two 
other lines for the hardware trade poeeret, 

letter give age, experience an 
aaa Address P. O. Box No. 321, Salem, 











IF RUSSEL C. LANDER, formerly _ of 
Oshawa, Canada, will communicate with Box 
212, Oshawa, Canada, he will hear of something 


to his advantage. 








HIGH GRADE SALESMEN TO HANDLE 
OUR LEADING LINE OF JUVENILE AUTO- 
MOBILES, SCOOTERS, VELOCIPEDES, 
ONS ON COMMISSION AND SIDE 
LINE BA THROUGH CATALOG 
PHOTOGRAPHS. HAVE EXCELLENT TER- 
RITORIES OPEN FOR SEVERAL MEN. 
OUR ITEMS ARE EXTENSIVELY ADVER- 
TISED IN HARDWARE MAGAZINES. AD.- 
DRESS BOX G-460, CARE HARDWARE 
AGE, NEW YORK. 





HELP WANTED—EXPERIENCED HARD. 
WARE CLERK; must be experienced in build- 
ers’ hardware, plumbing and electrical goods. 
Young man preferred. Must come well recom- 


mended. State experience and wages expected. 
Good opportunity for good man. Address 
SONDAG-REESE HARDWARE CO., 10th and 


Missouri Ave., East St. Louis, Ill. 





OPPORTUNITY FOR GOOD MAN-—Sales 
man wanted to sell hardware and mechanics’ 
tools of standard mekes to the wholesale trade 
in New York and Pennsylvania for an estab- 
lished sales organization. Must have experience 
in selling. State age, experience and compensa- 
tion desired. Address Box G-461, care of Harp- 
WARE Ace, New York. 

















SALESMAN WITH CAR: 5 years’ successful 
selling experience in city and on road. 26 years 
old. Hi school graduate and unusual refer- 
ences, ave traveled both Ohio and Indiana. 
Want a position with reliable manufacturer sell- 
ing to retailers or jobbers. Salary or salary 
and commission basis. Address Box 300, care 
of Harpware Aceg, 538 Guardian Bldg., Cleve- 
land, Ohio. 


TRAVELING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s “F Years dware.” It is 
crammed with sales inspiration, bac 
ideas. $3.00 a copy. a, veer 


copy now 
from Harpware Acer, New Yor 








Sales Accounts Wanted 


TRAVELING REPRESENTATIVE, well in- 
troduced and highly esteemed, with office in 
New York, is open for additional line of’ sheet 
metal products for wholesale hardware trade and 
the chain store syndicates. New York City and 
rincipal cities of middle west as far as 
gt. Louis. On commission basis. Address Box 
G-453, care of Hanpware Acz, New York. 


Let Us Help You Word 
Your “Want.” 
HARDWARE AGE 
“DEPENDABLE WANT ADS” 








A DEVICE REQUIRED BY DEALERS, 
closes wed on introduction, descriptive litera- 
ture all that is carried—a ‘“‘pocket edition” to 
present lines, for men calling on city dealers; 
earnings equal to, or more, than regular line. 
To only one in a territory. State territory trav- 
eled. Address Box G-462, care of HarpWware 
Ace, New York. 


SALESMEN WANTED CALLING ON THE 
hardware and house furnishing trades. Can 
secure an attractive line, on commission basis, 
of gas tubing and rubber and brass plumbing 
specialties. State experience and territory now 
covering. Address Box G-463, care of Harp. 
WARE AGE, New York. 











WANTED — EXPERIENCED SALESMAN 
to call on the jobbing trade in the Denver terri- 
tory and West. Must have thorough knowledge 
in hardware and some experience in handling 
the wholesale trade. Reply, stating experience, 
etc. Address Box G-458, care of HarpWARE 
Ace, New York. 


MANUFACTURER OF MASON LEVELS 
requires salesmen who are well known among 
the ™’" retail trade in West, Middle West, 
South, New England, to sell a line of levels 
which have real selling points. Exclusive terri. 
tory and liberal commission. State all particu. 
lars; treated neg gy Address Box G-459. 
care of Harpware Aczg, New York. 














SIDE LINES FOR SALESMEN 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 
What have you to offer? 


Give details—insert vour ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 
The mop that wrings by a twist of the 
handle.- Keeps hands out of water. 
time and back-bending. 


UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


Saves 


{7 f 
. a”, My) 
VM» 


SQUEEZ-EZY MOP CO., INC. 
. New Orleans, La. 



































The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


American Can 


(RON GALVANIZED ¢ 






American Can Company 








“They Have a 
Bull Dog-Grip” 


Manufactured by 
Uw. S$. Clethes = Ce., Montpelier, Vt. 


os ept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 











|SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 


Sliver Lake Co., Newtonville, Mass. 











Economy 
Hose Attachments 


Fer connecting hose te smooth 
faucets. Slips en and off easily. 
Economy Mfzs. Co. 
5850 Germantown Ave. 
Philadelphia, Pa. 





Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 
Syracuse Stamping 
Cc 





°. 
Syracuse, New York 








Easily first in the manufacture of 
effective 


Tools for Stone-Working 


Send for our Catalogue—FREE 
TROW & HOLDEN CO. 
Barre 


Vermont 


Pee ee em a nt ret A ee CE SNE NR STAT 
- 








LUMBER : 


CRAYON 
STANDARD CRAYON CO. 


Danvers, Mass. 











ELEVATORS 


and Dumbwaiters 
or House, Store or Warehouse. 
Write for particulars. State your 
requirements to size, capacity 
and lift. 
The SIDNEY ELEVATOR Mfg.Ce. 


Sidney, Ohie 














J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=r 


tie 





ELEVATORS 
DUMBWAITERS 


Write fer our cataleg 
Energy Elevator Co. 
211 New St. Philadelphia 












So-Boss Cow Hobble 
and Tail Holder 


Sold by Jobbers 


Simonsen Iron Works 
Sioux Rapids lowa 


SCYTHES AXE Ny 


and 
Scythes since 1912. Axes since 1880. 


RIXFORDESiSgineacve 


MORJUICE 

FRUIT PRESSES 
CIDER MILLS 
GRAPE CRUSHERS 


Dealers and Jobhers wanted. 
CROWN MFG. CO., 
Box 226, PHELPS, N. Y. 











































Sales Representatives Wanted 





In a recent issue of this paper under the classification. of “Sales 
Representatives Wanted,” were twelve different advertisements for 
salesmen calling on the retail hardware trade. 


It looks as if hardware concerns knew where to “go” for hardware 


salesmen, doesn’t it? 


And by this same reasoning it looks as if these concerns reckon that 


men know where to “go” to find these opportunities. 


It’s a good paper that serves the trade “both ways,” isn’t it? Try it | 


and see. Address— 


Hardware Age, 239 West 39th St.,New York 


‘‘Classified Opportunities Section’’ 
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rt of the edvertising contract. very care will be taken te index ecorrestiz. 
or errors or failure te insert. 





Adams-Morgan Co. 
Ge Ty Gis wate ce cebcewsosesonecceses 
Se | inn daccwecsenseeeeeseue 
Aluminum Goods Mfg. Co. .............. 
BERSTHIOR CER GO, cccccescccccecceccosce 


es oe sess Soest eeu snes 
American Saw & Mfg. Co. .............. 
American Screw Co. 
American Shearer Mfg. Co. 
American Steel & Wire Co. .............. 
American Thermos Bottle Co. ............ 


o*eeeeereeevneeneeeneeveeneee 


“eee eeeeeeeee 


American Wire Fabrics Corp. ........... 
PE EE owe 05-500 0nes eens eeeses 
I Ss ic ndinvdswnasevcanescs 
ee a ls Sivinvewnceudogeeveses 


Automatic Incubater Ce. ..............-- 


eens Gin Tee We We esccvecececesece 
MY SS ne decceucwtwitesceccce 
Bommer Spring Hinge Co. ............... 
Boston Woven Hose & Rubber Co. ...... 
ee CE GE, owicce ons vceecesece 
Brown & Sharpe Mfg. Co. .............. 
Burroughs Adding Machine Co. ......... 


Cary Mfg. Co. 
Chicago Solder Co. 
Chicago Spring Hinge Co. ............... 
Clayton & Lambert Mfg. Co. ............ 
Clemson Bros., Inc. 
ED CE SER Giwsd does beesdesanas 


“eee ee eevee eeeeeneenenee 


Connecticut Valley Mfg. Co. ............. 
Continental Wood Screw Co. ........... 
ee (ccc cuuceesascceeuee 
Corcoran Mfg. Co. 
a 


“eer ere eewrenereeeeneenrnennenee 


Sena Ts. Gin GOD, We ccc ccccccccssen 
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January 29, 1925 HARDWARE AGE 


Yhis Complete Line 


Comprising Wheelbarrows For 
Concrete, Coal, Coke, Foundry, 
Jlome, and Industrial 
Al satistactory line for your customers 
and an economical barrow for vou. ff | 
duoc Uys temoacrarentre(e4vemuataes 


(OR Ret uataueccmoa enter icreahaee 
assembled, and by the addition of 
the steel Frame YO styles. x 
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“Figure out the saving in your Warehouse Space, 
The sunphieity of orde ring repatrs... 
The ease of assembly. 
The Sterling Warehcuses areat 
your Service, Write OUT Nearest 
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ral a ateede detwite (2-1 Co prices. 
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HARDWARE AGE 


Economy Plumber 
has won its popular- 
ity on merit alone. 


January 29, 


NET WEIGHT ONE POUND 
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TRADE MARK REC USPATOFF 
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Selling Rataas! 


FULL POUND Net Can. 
THE STRONGEST MADE. 
ABSOLUTELY NO FUMES. 
HARMLESS TO PLUMBING. 


MONEY -BACK GUARANTEE. 


W et. 


Display Stand and 
Narne-Imprinted 


E Le elope Enclosures 


i ri ny 


oo 
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Free on Request 


Economy Plumber Co. 


398 Broadway, New York 


It is understood you will bill m« 
at the NEW REDUCED PRICES 
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A big cut in price to the trade on Econ- 
omy Plumber Drain Pipe Cleaner has 
been made possible by our new and in- 
creased manufacturing facilities. 


Nothing has been added, nothing taken 
away in its manufacture. It is the same 
old reliable Economy Plumber that has 
made friends of every user. 


The strongest cleaner made for the pur- 
pose yet it works without annoying 
fumes—sales points that are reaping 
business for hardware stores throughout 
the country. 

LARGER MARGIN—MORE SALES—GREATER PROFITS. 


SOLD EXCLUSIVELY THROUGH THE HARDWARE TRADE. 


Compare These NEW PRICES! 


1 Ib. 
1 Ib. 
1 Ib. 
1 Ib. 


(Prices on 21b. Cans Furnished on Request.) 


We will ship direct. from factory Gross lots 
or more and Prepay the freight. 


1 Dozen lots at $2.75 per dozen 
cans in 3 Dozen lots at $2.70 per dozen 
cans in 6 Dozen lots at $2.60 per dozen 
cans in 12 Dozen lots at $2.50 per dozen 


cans in 















